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Winnrnc tuts War is going to take the mightiest effort 
America has ever made—in men, in materials, and in 
money! Every dollar, every dime that is not urgently 
needed for the civilian necessities of food, clothing, and 
shelter, must, if we are to secure final Victory, be put into 
the war effort. 

An important part of the billions required to produce 
the planes, tanks, ships, and guns our Army and Navy 
need must come from the sale of Defense Bonds. Only 
by regular, week by week, pay-day by pay-day invest- 
ment of the American people can this be done. 

This is the American way to win. This is the way to 
preserve our democratic way of life. 

Facing these facts, your Government needs, urgently, 
your cooperation with your employees in immediately 
enrolling them in a 


PAY-ROLL SAVINGS PLAN 


The Pay-Roll Savings Plan is simple and efficient. 
It provides, simply, for regular purchases by your em- 
ployees of United States Defense Bonds through system- 
atic—yet voluntary—pay-roll allotments. All you do is 
hold the total funds collected from these pay-roll allot- 
ments in a separate account and deliver a Defense Bond 
to the employee each time his allotments accumulate to 
an amount sufficient to purchase a Bond. 

The Pay-Roll Savings Plan has the approval of the 
American Federation of Labor, the Congress for Indus- 
trial Organization, and the Railroad Brotherhoods. It is 
now in effect in several thousand companies varying in 
number of employees from 3 to over 10,000. 

In sending the coupon below, you are under no obliga- 
tion, other than your own interest in the future of your 
country, to install the Plan after you have given it your 


consideration. You will receive—1, a booklet describing 
how the Plan works; 2, samples of free literature fur- 
nished to companies installing the Plan; 3, a sample 
employee Pay-Roll Savings authorization card; and 4, 
the name of your State Defense Bond administrator who 
can supply experienced aid in setting up the Plan. 

To get full facts, send the coupon below 
—today! Or write, Treasury Department, Sec- 
tion B, 709 Twelfth St., NW., Washington, D. C. 


HOW THE PAY-ROLL SAVINGS 
PLAN HELPS YOUR COUNTRY 


It provides immediate cash now to produce the finest, 
deadliest fighting equipment an Army and Navy ever 
needed to win. 


It gives every American wage earner the eqpeninalty for 
financial participation in National Defense 


By storing up wages, it will reduce the current demand 
~ consumer goods while they are scarce, thus retarding 
inflation. 


It reduces the ey of Defense financing that must 
be placed with banks, thus putting our emergency financ- 
ing on a sounder basis. 


It buildsa reserve buying power for the post-war purchase 
of civilian goods to keep our factories running after the 
war. 


It helps your employees provide for their future. 


Position 


x Name 


MAKE EVERY PAY-DAY...BOND DAY! 


U.S. Defense BONDS * STAMPS 
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PROVIDENT MUTUAL IN A WORLD AT WAR 


ODAY, business institutions are no longer 

judged solely by the old standards of gains 
and losses, of assets and liabilities. Instead, they 
are judged largely by what they have done— 
what they are doing—and what they will do in 
the world struggle to preserve human freedom 
and democratic institutions. 


During the first World War, during the infla- 
tionary expansion of the twenties, and during 
the depression of the thirties, life insurance 
exerted, quietly yet powerfully, a beneficial influ- 
ence in stabilizing the national economy and 
providing security for the individual. It is play- 
ing an equally vital role today. 


By providing economic security for the Amer- 
ican home, it makes its outstanding contribution 
to that intangible but very real factor of Morale. 
With its more than one billion dollars of life 
insurance in force, PROVIDENT MUTUAL 
makes it possible for many thousands of men 
and women throughout the land to do their 
work more efficiently—confident of the future. 


This is probably the major contribution of life 
insurance to the cause to which our country is 
dedicated, but there are many other vitally im- 
portant ones. One is that today many people, 
who otherwise might be dependent, are regularly 
receiving cash payments from life insurance. 
During 1941 the Provident Mutual made total 


payments to policy owners and beneficiaries of 
more than twenty-six million dollars. 


LIFE INSURANCE DOLLARS ARE BUSY DOLLARS 


Life insurance dollars are not idle—they are 
continuously being plowed back into essential 
American industries and efforts. Of Provident 
Mutual’s four hundred million dollars of assets, 
nearly twenty per cent are invested directly in 
United States Government securities; forty- 
three per cent in bonds and stocks of the coun- 
try’s basic industries; and twenty-two per cent 
in real estate and mortgages. The remainder are 
in state, county and municipal bonds, policy 
loans, accrued items and cash. 


As we look into the future it is probable that 
‘for the duration,” increases in our United 
States Government bond holdings will predom- 
inate. Therefore a large proportion of the 
premium dollars of our policy owners will be 
loaned to our government to help meet the 


extraordinary expenses arising from the war. 


There are many ways in which you can help 
America in these trying times. One is to see 
that, so far as possible, your own family has 
ample security against emergency. Life insurance 
enables you not only to accomplish this objective 
but also to perform your necessary duties with a 
freer, surer mind. 


M. ALBERT LINTON, President 








VV ANNUAL 
STATEMENT 





ASSETS 
U.S. Government securities $ 77,879,713.00 
Other bonds ... .- » « 177,044,593.00 
Mortgages on realestate . . 62,321,465.13 





Stocks «.« »« + «© «© « « © 4,656,625.00 
Loans on policies . . . . 33,545,956.89 
Realestate . . . . + « 27,473,578.42 
Cash « 6 « 6 6 © ew ee )©=67,661,273.28 
Accrued interest . . » «+ « 3,696,316.23 
Overdue interest ... « 504,119.47 
Deferred and uncollected 

net premiums, etc. . . « 5,409,515.10 
Total assets . . »« «+ + «© $400,193,155.52 

LIABILITIES 


Reserves for policies and 

supplementary contracts . $360,732,140.40 
Dividends left with company 7,363,048.93 
Dividends set aside for dis- 


tribution in 1942 .. . 4,714,000.00 


Premiums pold in advance . 3,488,451.23 
Policy claims « »« »« + «+ >» 837,418.51 
Estimated taxes accrued, 

payable in 1942 .. . 639,734.00 
Miscellaneous liabilities . . 394,745.72 





Total of foregoing liabilities $378,169,538.79 
Contingency reserves . « 22,023,616.73 


Total of liabilities and con- _ $400, 193, 155.52 


tingency reserves . 
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Bullock to Retire 
Aug. 24 as State 
Mutual Life Head 


George A. White, Wor- 
cester Attorney and 
Banker, Is Successor 


WORCESTER, MASS. George 
Avery White has been elected president 
of State Mutual Life to succeed Chand- 
ler Bullock, who will retire Aug. 24 
upon reaching the age of 70. Mr. Bul- 
lock, will become chairman of 


who 





CHANDLER BULLOCK 


board, has been with the company 39 


years. 
Mr. White, who has resigned as presi- 


dent of the Worcester County Trust 
Co. will assume the insurance post 
Aug. 24. He will continue as director 


At 46 he will be one of 
the 


of the bank. 
youngest insurance executives in 
country. 

Joining State Mutual in 1903 as sol- 
icitor and director, Mr. Bullock became 
counsel in 1905, general counsel 1907, 
and vice-president in 1921. He was 
elected the company’s seventh president 
June 14, 1927 

Under his direction the company has 
shown consistent growth. 

Mr. White, a native of Worcester 
left his studies at Williams College in 
1917 to volunteer in the world war. He 
served in the navy 1917 to 1919 on mine 
Sweepers, patrol boats and convoys, ad- 
vancing to the rank of ensign. He re- 
turned to Williams College, later turn- 
ing to the study of law and receiving an 
LL.B. degree from Harvard law school. 
In 1922 he was admitted to Massachu- 
setts Bar. He entered the law office 
of Smith, Page and Dresse’ in Worces- 
ter and became a partner in 1925. 

In 1933 he became conservator for 


Reaction Sets in 
to Bumper Dec. 


Lull Was Anticipated; 
Many Agents Have Been 
Busy With Deliveries 


Current reports are that life insurance 
production has suffered a noticeable let- 
down following the bumper period of 
December and January. One explana- 
tion is that most agents have been so 
busy delivering business that was sold 
in December that they have neglected or 
have not had time to dig up new pros- 
pects and maintain their normal timing. 
Also it is likely that a great many agents 
closed in a short period under the 
pressure of circumstances and by their 
own high energy potential of the mo- 
ment a large number of sales that ordi- 
narily would not have been closed for 
some months. 

At any rate, there is a distinct lull in 
the business. It has not yet caused 
anything like alarm because such a re- 
action was pretty largely anticipated. 
It is recalled that just before the war 
clauses were attached to policies in Can- 
ada there was a sharp increase in sales 
and then a decline for about 30 or 60 
days before production attained any thing 
like normal proportions. The imminence 
of the income tax deadline probably has 
a depressing effect at the moment and 


the registration Monday of those 
through 45 years of age may be an 
unfavorable factor just now because 
those registrants are all wondering 
what, if any, war assignment may be 
given to them. 

Worcester Bank & Trust Co. He con- 


ducted the bank’s affairs with such suc- 
cess that he was elected director and 
president of Worcester County Trust 
Co. in 1935. The name was changed 
the previous year. 

He has been a director of State Mu- 
tual since 1933 and a member of the 
finance committee since 1938. He is 
chairman of nominating committee for 
the Boston Federal Reserve Bank di- 
rectors, and director of Worcester 
County Electric Co. He is also a 
member of the executive council of the 
American Bankers Association, a past 
commander of the General Devens Post, 
American Legion and past president of 
the Massachusetts Bankers Association. 


Canadian Insurers’ 
Foreign Business 


Holds Up Well 


TORONTO. where 
the business of Canadian life companies 
has been dwindling in the past ten years, 
many foreign lands in which Canadian 
insurers work have not been touched by 
hostilities at all, C. D. Devlin, assistant 
general manager of Confederation Life, 








points out in an article in “Monetary 
Times.” 
Other lands like Great Britain in 


which the companies are interested have 
withstood with resolution bitter attacks, 
but so successfully that not more than 


La Follette Seeks 
$5,000 Free U. S. 


Cover for Soldiers 


WASHINGTON—Free insurance in 
the sum of $5,000 for all persons in ac- 
tive military or naval service is provided 
for a bill introduced in Congress by Sen- 
ator La Follette of Wisconsin. 

The policies would be issued on the 
paid-up single premium plan, the cost to 
be borne by the government, and would 
be payable only to certain classes of ben- 
eficiaries to be stipulated bv the Veterans 
Administration and would not be con- 
vertible to any other form of insurance 
nor have any cash surrender or loan 
value. 

The legislation, La Follette explained, 
would not affect the rights of men in the 
service under present federal insurance 
plans, nor the right to secure additional 
government insurance, except that the 
aggregate of National Service Life In- 
surance, including the free policy, would 
not be permitted to exceed $10,000. Men 
in or entering the service, however, 
would have the option of taking the 
$10,000 in insurance provided under 
present law, but the measure would carry 
a provision no man_ could. carry 
government insurance, free or paid for, 
in excess of $10,000. 

La Follette contended that the term in- 
surance now provided is insufficient pro- 
tection because many policies will be 
permitted to lapse at the conclusion of 
the war as happened after the last war. 
He pointed out that Congress is consid- 
ering free property insurance for civil- 
ians, and declared there is greater justi- 
fication for providing free life insurance 
for men in the armed forces. 

“The insurance program envisaged by 
my bill is not merely human insurance 
against the ravages of war,” he said. “It 
is insurance for the continuation of our 
democracy, our family life, and our so- 
cial institutions in the next generation. 

“The risks of war—present and fu- 
ture, direct or indirect—must be prop- 
erly insured by the government. The 
government has a moral obligation to 
provide insurance protection for the fam- 
ilies of those on the various battlefronts 
of war, without exacting premiums from 
their all too meager wages. More than 
that, it has a vital interest in bolstering 
the social institutions weakened by war. 

“If the government is to insure prop- 
erty, it should also insure the lives of 
those who protect both government and 
property. - Those who can afford to own 
considerable property can usually afford 
to have property insurance. Many a 
buck private earning $21 a month cannot 
afford to carry life insurance.” 


Pink Named 
Liaison Man on 
War Problems 


Named by Commissioners 
to Confer with Insurers 
on Questions of Hour 


NEW YORK—The executive com- 
mittee of the National Association of In- 
surance Commissioners at its meeting 
here appointed Superintendent Pink of 
New York as the association’s represen- 
tative to confer with fire, casualty and 
life companies on probfems arising out 
of the war as they affect insurance, par- 
ticularly in connection with measures 
such as the War Damage Corporation 
and the Pepper bill for compensation of 
civilian war deaths and injuries. Mr. 
Pink will report back to Commissioner 
Harrington of Massachusetts, executive 
committee chairman, who will communi- 
cate with the other commissioners. 

The committee devoted practically its 
entire time to matters connected with 
the war and heard statements from rep- 
resentatives of the different classes of in- 
surers. It is believed that Mr. Pink's 
liaison work between the commissioners 
and the companies will eliminate what- 
ever confusion that might otherwise 
arise in presenting the insurance view- 
point at Washington. 


All But Two Present 


In addition to Chairman Harrington, 
executive committee members present 
included Gough of New Jersey, Mac- 
Donald of Wyoming ‘Sullivan of Wash- 
ington, McCormack of Tennessee, Jor- 
dan of District of Columbia, Morin of 
Rhode Island, Hobbs of Kansas, asso- 
ciation president, and Read of Okla- 
homa, secretary. 

Pink and Gontrum of Maryland were 
present though not members. The two 
members who could not attend were 
Lloyd of Ohio, who was forced to re- 
main away because of his brother’s seri- 
ous illness, and Williams of Mississippi, 
who was detained by official business. 





Metropolitan’s Growth 
Makes Unusual Exhibit 





about one claim in 10 has been due to 
the war itself, and the total rate of mor- 
tality including war claims has actually 
been as low as that experienced in the 
United States. 

The variety of currencies has brought 
special problems, but the policy of the 
companies in attempting to balance as- 
sets and liabilities in the different cur- 
rencies, and the cooperation which has 
existed with the Canadian foreign ex- 
change control board have overcome 
these difficulties and enabled the com- 
panies to give efficient service to all pol- 
icyholders, Mr. Devlin states. 


A remarkable picture of growth in as- 
sets and insurance force is presented in 
the record of Metropolitan Life at 10 
year intervals since 1871, when insur- 
ance was $14,989,582 and assets $1,102,- 
707. The company’s growth in 10 year 
periods is shown below: 





At End Outstanding Life 

of Year Insurance Assets 
i} | Sree $ 14, 989, 582 $ 1,102,707 
ee : 1,973,047 
pS ere 13,626,948 
1901 ,07 74,771,759 
Oo) ae 2,39§ 353,013,477 
1921 i? 39 1,115,583,025 
193 19447343, 949 3,590,115,654 
Co) ee 25,433,226,148 5,648,047,196 
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Records Are Broken in 
Many 1941 Statements 


HOME LIFE, NEW YORK 


Insurance in force of Home Life of 
New York increased $29,596,137 in 1941, 
largest gain in any year except 1929. 
It was an increase of 76.2 percent over 
the gain for 1940 and brings the total to 
$453,923,885, an all time high. 

New paid business was $53,055,075, in- 
crease 21.7 percent. Terminations de- 
creased 12 percent. Home Life, which 
for four years has led in the average 
size policy sold, increased this figure to 
$6,315. 

Assets totaled $121,137110, increase 
$8,154,756 and surplus was $4,874,962, a 
new high. Net interest was 3.68 per- 
cent. 

Mortgages now represent 40.2 percent 
of assets, and 12.1 percent of assets are 
in U. S. government bonds. 

The comnany has paid policyholders 
and beneficiaries a total of $251,034,573 
in its 82 years. 


NATIONAL LIFE & ACCIDENT 


Assets of National Life & Accident 
increased more than $12,000,000 in 1941 
bringing total to $95,622,849. More than 
$500,000 was added to surplus, and the 
company increased its holdings of gov- 
ernment bonds substantially during the 
year. 

Life insurance in force increased $108,- 
161,651, and the total now is $879,635,- 
856. Premium income was more than 
$32,000,000. The companv paid policy- 
holders $8,993,562 during the year. 


BANKERS LIFE OF IOWA 


Assets of Bankers Life of Iowa 
reached $266,668,878 in 1941, a gain of 
$15,160,135. Surplus was $15,857,540, in- 
crease $1,282,429. Government bond 
purchases in 1941 were $12,476,484, 
bringing holdings to $60,108,846. 

New business in 1941 was $66,190,007, 
a gain of 16 percent over 1940. Life in- 
surance in force increased $21,000,000, 
the largest gain since 1929, and now 
totals $784,030,085. 

Payments. to policyowners in 1941 
were $9,153,806 and to beneficiaries $8,- 
227,949, for a total of $17,381,755. Since 
organization the company has paid ben- 
eficiaries $254,529,073. 


UNION MUTUAL LIFE 


Union Mutual Life last year broke 
several records which had stood through- 
out its 94 years, it is disclosed in the an- 
nual statement. Life insurance in force 
was $96,831,919 and assets totaled $27,- 
013,397. This represented the largest 
increase in history. Total income of 


$6,580,686 was also the highest in his- 
tory. 
New life business written during 1941 
represented an increase of better than 
10 percent and the new accident and 
health department showed satisfactory 
gains. Expense per thousand dollars of 
life insurance in force decreased. 

Had market values established by the 
insurance commissioners been used in- 
stead of book values in listing bonds, they 
could have been carried at about $750,- 
000 more. Bond: in default represented 
less than 1 percent of assets, and it has 
no railroad bonds in default. 

An increase of 14 percent in surplus and 
voluntary reserve for contingencies 
brought the total to $955,834. 
WESTERN LIFE 

Western Life of Helena, Mont., in its 
new statement, reports assets $16,444,- 
164; policy reserves $13,175,413 (this 
item being identified in the statement as 
“present worth of outstanding policies”) ; 
capital $500,000, net surplus $1,910,000. 
Market value of bonds exceeds the value 
at which they are carried. Dividends re- 
ceived on stocks owned averaged 5.4 per- 
cent of the value at which they are car- 
ried. Rate of interest earned on total 
resources was 4.8 as compared with 4.87 
in 1940. Insurance in force amounts to 
$56,682,964. 

The only real estate listed as an asset 
is the home office building, and that, 
which cost $245,000 in 1924, at the sum 
of $1, The statement explains all fore- 
closed property owned and not sold un- 
der contract is excluded. 


FEDERAL LIFE 


Federal Life of Chicago showed an 
increase in assets of $792,912 during 
1941, bringing that item to $18,077,466, 
of which 9.2 percent was in U. S. gov- 
ernment bonds. Total income was $4,- 
916,037, $2,181,465 from life premiums, 
$1,618,509 from accident and health, and 
$907,147 from investments. Life insur- 
ance in force increased $4,735,228 to 
$81,902,094. 

LIFE & CASUALTY 

Assets of Life & Casualty advanced 
from $28,485,103 to $32,252,879 in 1941. 
Surplus, including contingency reserve, 
was $2,940,000, compared with $2,635,000 
at the end of 1940. 

Insurance in force increased $46,095,- 
518 to a total of $323,558,179. Total 
paid to policyholders was $2,928,869, 
while $1,479,573 was paid in death claims. 
Total income was $12,789,789, total 


Benjamin New S.C. 
Commissioner: King 
Out After 14 Years 


COLUMBIA, S. C.—L. George Ben- 
jamin, Jr., of Darlington has been elected 
by the legislature 
as insurance com- 
missioner of South 
Carolina to succeed 
Sam B. King, who 
has held office since 
1928. 

Mr. Benjamin is 
well qualified for 
this position, as he 
has been in the life 
insurance business 
for several years, as 
a special represent- 
ative of Jefferson —"s 
Standard Life. Hen. G. Benjamin, Jr. 
is also an attorney, 
being a member of the District of Co- 
lumbia bar. He attended The Citadel 
and is a graduate of the University of 
South Carolina. 

At the time of his election, he was a 
member of the legislature, serving his 
first term from Darlington county. Mr. 
Benjamin is a native South Carolinian. 
He will take office on his 31st birthday, 
April 2. 

Mr. King successfully contended for 
the commissionership ‘in 1927 and was 
reelected without opposition in 1930, 
1932 and 1938. 





disbursements $9,156,996. The company 
wrote $23,586,066 in ordinary life and 
$90,080,555 during the year. 


NEW WORLD LIFE 


New paid business of New World Life, 
Seattle, in 1941 was $6,399,725, largest 
volume since 1931 and a gain of 27 per- 
cent over 1940. Insurance in force 
totalled $45,084,408, gain $2,899,575, 
which is 2% times greater than the gain 
in 1940. 

Assets increased $491,107 to a total of 
$12,379,338. Surplus increased to $1,849,- 
754. The company has paid $15,776,170 
to policy-owners and heneficiaries since 
organization. 


COMMONWEALTH LIFE 


Insurance in force in Commonwealth 
Life reached $183,707,440.00 in 1941, the 
highest total in history. The net in- 
crease of $14,865,000.00 was double the 
increase shown in 1940. President 
Morton Boyd in his report gave per- 
sistency of business as one of the chief 
factors contributing to this gain. 

(CONTINUED ON PAGE 13) 





FIGURES FROM DEC. 31, 1941, 


STATEMENTS 








Change Surplus to New Change 
Total in Policy- Bus Ins. in Force in Ins. 
Assets Assets holders 1941 Dec. 31, 1941 in Force 
$ $ $ $ 

Amer. Life & Acci...... + 17,339 17,684 2, + 
Acacta Biutual «0.6.5... 7,552,415 4,340,090 45, + 23. 
Boston Mutual ........ + 1,112,803 950,380 21 +8 
Confederation Life...... 5,843,894 8.517,162 45, + 19,5 
Conservative Life ...... + 274,564 155,658 3; 4 1 
Continental Assurance.. + 4,101,313 4,070,7071101,¢ + 92,6 
se ae P:R 2,463, 2,040,996 20,858 +12,8 
Great Northwest Life... 82, 312,068 1 re 
Jefferson National ..... 452, 421,474 4 +3 
Liberty National ....... + 1,093,889 949-686 44. +14. 
Manhattan Mut. Life.... + 70,527 102,675 1 iy 
Manufact. Life, Can....2 14,935,085 12,030,912 55, +24 
Midland National ...... 88.1 1,169,861 4.233. 27,700,454 +1, 
Monarch Life .......... 1,447,081 4,416,928  26.716.215 42 
Mutual Life, N. Y.....1 + 57, $1,434,022 187,808,605 3,678,249.263 —97. 
National Old Line...... 1E 314 1,651,600 8,361,868 +1. 
Pan-American Life 2.16 100 22,788,355 180,831,772 +5. 
Provident L. & A.....-. + 2,64 1 23,524,8622 176,406,810 +28 
Provident Life, N. D.... +4 5,606,060 30.041.931 +2): 
Shenandoah Life ...... ae 898,454 50,584,922 247.787.005 43°. 
Sun Life, Can......--..- 992,761,140 444,693,836 31,447,340 187,041,959 2,971.747,088 4.8 
TOxXhe TALC os sics0sa0 us 6,861,058 + 193,747 435,000 4,091,463 | 28.667.82° a 
Union Central .....-.--- 436,002,971 422,323,259 12,018,954 71,661,4901,137,919.897 47 
United Life & Acci..... 12,331,318 +694,803 1,122,919 6.596.360  49.079.059 +2. 
Protected Home Circle.. 10,794,803 +575,025 638,034 rues thee pe0° Soler 
Wood'n of the W., Col.. 18,378,252 4+ 634,470 603,420 4,431,2074 54,090,680 —-4.308 


'Excludes $150,000 general contingency 


















reserve, 


3Excludes increases in group life after issue. 


“Includes accident and health. 


‘Includes revived. 












Prems. Total Benefits Total 
Income Income Paid Disburs. 
1941 1941 1941 1941 
$ $ $ $ 
160,947 169,819 38,977 153,464 
11,809,779 18,152,955 6,224,816 10,697,268 
,260 4,810,230 1,778,552 3,888,259 
23,898,416 11,658,339 17,262,438 
738,415 216,125 563,945 
9,362,391 2,737,793 5,514,862 
4,064,692 729,717 1,652,098 
7,461 83,463 182,017 
7,185 264,090 
691,000 2,256,069 
78,287 154,071 
15,233,511 25,312,591 
310,803 756,855 
251,350 3,968,696 
7 115,540,208 177,969,558 
30,072 139,800 
3,525,447 7,089,807 
5,981,0273 39,714,922 
272,947 705,827 
1,971,284 3,662,108 
88,312,394 132,749,439 
467,622 839,829 
30,226,075 49,364,968 
801,813 1,660,350 
1,965,818 1,698,279 
2,093,330 2,556,566 


Prudential Nearing 


Mutualization Plan 
Starfed in 1915 


Directors Agree to Pur- 
chase Last 536 Shares 
After Much Controversy 


NEWARK — The Prudential an- 
nounces that an agreement has been 
reached with the holders of its remain- 
ing outstanding stock for its acquisition 
by the company. Negotiations to this 
end have been under way for several 
months, 

This stock, amounting to 536 shares 
out of a total of 40,000 shares, has been 
mostly held by the heirs of Leon and 
M. E. Blanchard, whose father, Noah 
Blanchard, was one of the original 
stockholders. 

All the rest of the stock except di- 
rectors’ qualifying shares is now held by 
trustees for the benefit of policyholders, 
having been acquired in 1915 and in sub- 
sequent years under a mutualization plan 
set up by a statute of New Jersey. Un- 
der this plan the stock was valued at 
$455 a share in 1914 by appraisers. 


Offer Was Considered 


The directors met this week to con- 
sider an offer from the remaining stock- 
holders to sell at $1,500 per share. 
After hearing a report by a special com- 
mittee of the board, Franklin D’Olier, 
president, and C. B. Bradley, general 
counsel, and other officers discussed the 


proposal, and Josiah Stryker, special 
counsel, told of the litigation now pend- 
ing in chancery, instituted by the 


Blanchard heirs. 

The board unanimously approved the 
report and directed that the offer be ac- 
cepted. Under an act passed in 1940 
by the New Jersey legislature the pur- 
chase at a price greater than $455 a 
share cannot be concluded until it has 
been approved by the chancellor. 


Ends Long Controversy 


The acquisition of the Blanchard stock 
will end a long-standing controversy, 
punctuated by litigation, between the 
members of that family and the Pruden- 
tial. At the present time two suits 
brought by the Blanchard heirs against 
the company relating to their claims as 
stockholders are pending in chancery. 
These suits will be terminated when 
the purchase is consummated. Among 
other things, the complainants asked for 
a declaration of additional dividends and 
questioned the validity of the mutualiza- 
tion procedings. 

When the stock has been transferred 
to the company, the directors will turn 
in their qualifying shares at the original 
appraisal price of $455 per share and 
the company will then be completely 
mutualized. 


Acacia Mutual Invests 
Heavily in U. S. Issues 


President William Montgomery of 
Acacia Mutual Life announces that a 
very large portion of the funds that be- 
come available for investments will be 
placed in government bonds, so as to 
cooperate with the government in the 
war effort. He stated that there is no 
more tangible way in which Acacia Mu- 
tual can manifest its patriotic support of 
the country in this time of trial. At the 
same time he said that the company’s 
present policy of making monthly pay- 
ment loans on approved homes and other 
essential properties will be continued. 
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U. 5. Reported Out 
fo Plug Single 
Premium Tax Leak 


Law Now Permits Large 
Saving Through Borrowing 
to Buy Policy 


Internal bureau officials are 
reported to be preparing to contest the 
right of a taxpayer to deduct from his 
taxable income the interest he has paid 
on a loan made to finance the purchase 
of a single premium life policy. It is 
understood that the bureau’s position is 
that in nearly every case the sole object 
of buying such a policy with borrowed 
money is to avoid taxes and that hence 
the taxpayer should not be allowed to 
take advantage of the usual deduction 
for interest paid, 

However, since the present law clearly 
upholds the taxpayer’s right to the de- 
duction even though he openly admitted 
his motive was tax avoidance, it seems 
likely that whatever success ‘the inter- 
nal revenue bureau achieves will be in 
the direction of getting the law changed 
rather than attacking the taxpayer’s po- 
sition under the existing law. Without 
the tax saviug angle it is rarely possible 
for an insured to buy a single premium 
policy with borrowed money and effect a 
saving. But although the tax saving is 
the obvious motive it is no more illegal 
than having a family solely for the sake 
of the $400 exemption on each child. 


revenue 


Ccmpanies Dislike Borrowing 


Life companies have been curtailing 
their sales of single premium policies. 
Many of them now refuse to accept such 
contracts if they know that the applicant 
borrowed the money to pay for it. These 
policies have a first or second year cash 
value, despite a surrender charge, that is 
a large percentage of the single premium 
and this represents a substantial demand 
liability. 

In the case of single premium policies 
purchased with borrowed money there 
is not only the risk that the insured will 
draw out his money as soon as interest 
rates improve but that he will be forced 
to do so if the bank from which he has 
borrowed decides that it can get a better 
rate for its money than the relatively 


low rate at which these life insurance 
loans are made. 
Another reason why companies and 


general agents do not like these policies 
is that they fear that agents in selling 
them may not make clear to the buyer 
the possibility of the government obtain- 
ing a change in the deductible status of 
interest on money borrowed to pay for 
single premium contracts. Many well 
informed life insurance men have felt 
for some time that the only ethical way 
to present these contracts to the insured 
was as a sporting proposition—if the ex- 
emption continued to hold good he 
would save a substantial amount in taxes 
but no one could feel any assurance that 
the tax advantage would continue in- 
definitely, 





Seattle Trust Council Meets 

“Government Reinstatement Priv- 
ileges for World War No. 1 Service 
Men” was discussed by Renaldo Bag- 
gott, manager National Life of Ver- 
mont, at a meeting of the Seattle Life 
Insurance & Trust Council. 

Roy G. Knudson, Northwestern Mu- 
tual Life, spoke on “Government War 


Risk Insurance Available for World 
War No. 2 Service Men,” and A. D. 
Cassell of the Seattle-First National 


3ank presented “Banking Service and 
the Service Man.” 


Zimmerman Finds Agents’ Job New Business in 
Is Important in Defense 





Life agents who are finding them- 
selves spending much time in sale of 
defense bonds and less time in their 
pursuit of commissions which are their 
only means of subsistence were given the 
key to the dilemma by C. J. Zimmerman, 
past president National Association of 
Life Underwriters, in a talk at the Satur- 
day morning Forum of the Chicago 
Association of Life Underwriters. 

“This is a definite problem,” he said, 
“and yet the life insurance fraternity is 
not going to hesitate in doing its duty 
to the country in emergency even though 
it may lose commissions. On the other 
hand it should not pull its punches in 
the sale of life insurance where there is 
a definite need for it. 


Both Perform Same Functions 


“Defense savings bonds and life in- 
surance are much alike in these respects: 
Both siphon off the people’s earnings 
and prevent inflation; both are building 
a cushion for the period of readjust- 
ment when the shift from a war to a 
peace time economy occurs; the pur- 
chase of either teaches the homely virtue 
of thrift; both represent a sale of con- 
fidence in the future of the United States 
as it exists, for both are long term 
obligations which are based on the con- 
viction of a dependable and sound 
government; both are an investment in 
security. 

“Tf a man needs life insurance, let’s 
sell him life insurance and dispel any 
unsound notion that he may have of 
what his patriotic duty is. Whether he 
buvs one or the other, there seems little 
difference, for a portion of the life in- 
surance premium that he pays goes to 
finance defense and another portion to 
finance industries, transportation, and 


agriculture. The ultimate result is exactly 
the same. 

“But, as between 
which is the greater patriot: The man 
who needs life insurance and instead 
buys defense bonds, then dies prema- 
turely, leaving his widow and children 
dependent on government and society 
for support, and the man who needs life 
insurance and buys it, then dies prema- 
turely with widow and children prepared 
for by his individual initiative? 

“Tt is the duty of every life agent, as 
well as every other citizen, to sit down 
with himself and ask where he can best 
serve the country. For some the answer 
is in the army; for others, in a defense 
industry; still others the government. 
For most of us it is best to stay in our 
present jobs and do them as well as we 
know how. 

“Tf the life insurance man decides to 
stay in his present job, he is particularly 
fortunate as he can make a greater con- 
tribution to national defense than most 
civilians.” 


these two men— 


Competing with Themselves 


Mr. Zimmerman said those life agents 
who are helping to sell defense bonds 
are really competing with themselves 
and thus are making a double sacrifice, 
for they are on commission and the time 
they spend away from life insurance sell- 
ing deprives them of earnings. There is 
no question but that some of this money 
that they secure for defense bonds other- 
wise would be going into the purchase 
of life insurance. Yet they must take 
the broader view that unless the country 
is successfully defended there may be 
no life insurance. 

He said the contribution of life in- 

(CONTINUED ON PAGE 13) 








become an importer. 


lapsed. 


the policy 


death of the insured. 


pany. 


the life insurance payable. 


the country. 
the three. 


the Company started. 
policy in 1897. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





A LONG RANGE OF TIME 


One of his parents’ 16 children, this policyholder had be- 
come a United States consul in Europe, had come home to 
In 1887 he bought an Ordinary Life 
insurance of $3,000, naming his.three children as beneficiaries. 

After nine years of premium payments, in January of 1897 
After cancelling the outstanding policy 
indebtedness, all remaining value was applied to provide paid- 
up life insurance for $140, which was to be payable on the 


The policyholder then dropped all contact with the Com- 
In 1941 the Company’s record brought out the fact 
that this policyholder, if still living, would be 96 years old 
and therefore off the mortality table “actuarially dead, 


A search was instituted for him. 
died in 1922, just 19 years before, 
named as beneficiaries were still living—in different parts of 
They were located and the $140 divided among 


This policyholder was born in 1845, almost two years before 
He insured in 1887 and lapsed the 
But 44 years after he had forgotten the 
policy, the Company automatically noted his probable age of 
96, and paid $140 to his three children. 


* ¢ + 
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INDEPENDENCE SQUARE, PHILADELPHIA 


” and 


It was found that he had 
but the three children 
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January Shows 
66.9% Increase 


Ordinary Is Up 91.4, Group 


Gains 40 Percent; 
Industrial Down 5.2 


NEW YORK—New insurance 
for January showed an increase of 66.9 
percent over January, 1941, according 
to the Association of Life Insurance 
Presidents. Ordinary showed a gain of 
91.4 percent and group a gain of 40 
percent. Industrial business was 5.2 
percent less than for January of 1941. 

Total new paid for business, the re- 
port states, was $955,353,000, compared 
with $572,443,000 in January last 
Ordinary was $786,457,000 against $410,- 


life 


year. 


922,000; industrial was $119,820,000 
against $126,458,000, and group 
amounted to $49,076,000 against $35,- 


063,000. 


Comparisons for Three Years 


The amount of new _ business by 
classes for January of 1940, 1941, and 
1942, with percentage change, is shown 
below: 

Last three ciphers omitted. 

1942 

Over Over 

1941 

Pct. 

Ord. 91.4 
Indus. —5.2 
Group 40.0 





Total 


Okla. Premium Tax 
May Be Litigated 


OKLAHOMA CITY—Commissioner 
Read has asked the attorney-general for 
an opinion as to the validity of the law 
enacted by the last legislature increas- 
ing gross premium tax from 2 to 4 per- 
cent. The request followed information 
received from an Oklahoma City law 
firm that some of their clients had de- 
cided to question the validity of the act 
and also to challenge the right to impose 
the tax for the period Jan. 1, 1941, to 
April 25, the date when the act became 
effective. The firm declined to reveal 
what companies would file suit or when 
it would be instituted. 

The 1941 tax is due before Feb. 28 
and the commissioner contends that the 
companies owe it and that the insurance 
department is going to collect it. He 
anticipates, however, that some compa- 
nies will pay the 2 percent and also pay 
the 2 percent increase under protest, but 
that some may withhold payment until 
the outcome of the litigation. 

The amount collected last year 
$1,033,000 on the 2 percent basis. 

It is recalled that in Ohio several 
years ago when the premium tax rate 
was increased one of the life companies 
brought an action contending that the 
increased tax did not apply until the ef- 
fective date of the act and the courts 
sustained that contention. There is a 
constitutional prohibition in Ohio 
against retroactive taxation. The tax 
at the next session of the legislature 
in Ohio was reduced to its previous 
level of 2 percent. ° 


Was 


Aubrey Elliott with FBI 


Elliott, in charge of the of- 
fice in San Antonio of the Texas insur- 
ance department, has been called into 
war-time service by the Federal Bureau 
of Investigation and has left for Wash- 
ington. The office has been closed. 


Aubrey 











Ill. Group Hears 
Solemn Messages 


Silliman Evans and Paul 
Jones Stir Insurance Feder- 
ation at Annual Luncheon 


Silliman Evy ans, publisher of the Chi- 
cago “Sun,” and Insurance Director 
Jones of Illinois, gave messages of 
solemn import in addressing the annual 
luncheon meeting of the Insurance Fed- 
eration of Illinois in 
Chicago ‘Tuesday, 
attended by an 
overflow crowd of 
about 400. 

Mr, Evans, for- 
mer president and 
former chairman of 
Maryland Casualty, 
spoke at the outset 
of the consanguin- 
ity of the newspa- 
per and the insur- 
ance businesses. Both 
he said, deal with 
facts and both deal 
with all the potenti- 
alities bearing on human life. He went 
on to say that insurance is sold on the 
basis of estimates of risks that exist un- 
der peace time conditions. Figures based 
on a peaceful past are projected into a 
peaceful future. Insurance in none of 
its branches can be expected to assume 
the hazards of war and these can only 
be accepted by the government itself.. 
The inability of insurance to pass the 
barrier of war is a powerful indication of 
what war is, he asserted. There can be 
no insurance against war and no pre- 
mium will guard against its losses. 
Assails Complacency 

Mr. Evans assailed the complacency 
of the nation in the face of the dreadful 
peril of the day. He said that the enemy 
is on the move and that we are not. He 
spoke in grave tones and the audience 
was deeply affected. 

Mr. Jones who has been in office just 
a year and had his first introduction to 
an insurance audience at the meeting of 
the Insurance Federation last year, reit- 
erated his plea that the insurance busi- 
ness and all industry for that matter, 
provide its own restraints and self dis- 
cipline. Such a course, while essential 
in peace time, must be pursued in war if 
free enterprise under Republican form of 
government is to be preserved. Pass- 
ing the buck to the government, he 
said, in peace time is slothful but under 
today’s condition it is cowardly and de- 
ceitful. There must be intellectual hon- 
esty and toughness of character within 
the industry, he declared. Men within 
the industry should and do know what 
ought to de done and competitive rivalry 
is no excuse for failure to provide proper 
restraint, Mobilization of the talent of 
the business for self discipline and self 
regulation to correct abuses is the only 
answer to the demand for more laws, 
more government supervision and regu- 
lation. 


Praises Attitude of Insurance 


Mr. Jones spoke highly of the attitude 
of the insurance business in its sense of 
responsibility toward the public. He said 
that leaders in the business are free to 
disclose facts that may be against their 
interests. Barring a minority that en- 
gage in dishonest claim practice and 
chicanery, the insurance business earns 
and fully deserves its reputation for hon- 
esty, ability and good faith. 

-The credit created by insurance com- 
panies, he said, made possible much of 
the great construction of the country 
and now in war, insurance company mil- 
lions will be invested in government 
bonds and then translated into planes, 
ships and other instruments of war. The 
business, he said, has helped to make 
America and now it is helping to pre- 
serve America. He pointed out that in 


EK. V. Mitchell 





HeNATIONAL UNDERWRITER 


February 20, 1942 








a 





Important Changes 
Are Announced 


by Mutual, N.Y. 


Mutual Life of New York about 
March 1 will enter the field of writing 
substandard life insurance, J. Roger 
Hull, vice-president and manager of 
agencies, announced at a joint meeting 
of the Chicago agencies this week. 

It is bringing out two new low cost 
life contracts, a term to 65 and a double 
protection, also effective about March 1, 
to meet the demand for economical pro- 
tection, 

The company has embarked on a pro- 
gram, he stated, which ultimately will 
result in its accepting business only 
from Mutual Life field underwriters. He 
explained that: the company, like any 
other, is able to absorb just so much in 
the way of large risks. It is proposed 
acceptance of these be reserved for Mu- 
tual Life representatives. 


New Club Is Organized 


A new President’s Club for leaders 
has been organized, made up of four 
classes, according to term of service. 
These are: Five years or less, five to 
nine years, nine to 16 years and over 16. 
These groups will compete against each 
other for leadership in volume of pro- 
duction and lives insured, and the eight 
winners annually will be taken on a 
trip to the home office. There also is 
a President’s Club for new organization. 

A new application form which will 
result in eliminating the special war, 
aviation and women’s forms is in the 
mill and is expected to be generally in 
use within three or four weeks. 

Mr. Hull told the Mutual’s new philos- 
ophy of management under direction of 
President L. W. Douglas and A. E. Pat- 
terson, executive vice-president, who is 
acting president during Mr. Douglas’ 
leave of absence for defense work with 
the government. This code is: Never 
do anything to injure the interests of 
the older policyholders. Is it for the 
benefit of new policyholders? Is it good 
for the agency force? What effect will 
there be on the salaried employes in 
home office and field? 


Notes Better Understanding 


The Mutual home office in all depart- 
ments is working with fine coordination 
and cooperation, he commented. De- 
partment heads meet the higher execu- 
tives in conference each Tuesday morn- 
ing and talk things out. There is a 
better understanding of field problems. 

Mr. Patterson addressed a private ses- 
sion of the three agency forces. At- 
tending the luncheon preceding the 
business session also were Samuel 
Heifetz, G. T. Vermillion and J. 
Hastie, the agency managers; Dr. P. C. 
Waldo, medical referee; W. G. Warren, 
manager clearing house, and Gilbert 
Scribner, Chicago, trustee of Mutual 
Life. 





Illinois 1,100 insurance companies are 
licensed, the premium income for the 
state amounts to half a billion dollars 
annually and there are 40,000 producers 
licensed. 

John P. Keevers, resident vice-presi- 
dent Maryland Casualty, presided and 
gave a talk on the place that the In- 
surance Federation occupies. Dr. H. W. 
Dingman, vice-president of Continental 
Assurance, made a plea for the insurance 
business to meet its quota of $80,000 in 
the Red Cross drive in Chicago, James 
White, Chicago manager of Travelers, 
casualty department, reported for the 
nominating committee and presented the 
slate that was announced last week. E. 
V. Mitchell, general counsel for Conti- 
nental Casualty and Continental Assur- 
ance, took over the microphone as the 
new president. Ferre Watkins, head of 
the liquidation division of the Illinois 
department, was introduced and John 
Clarkson of Bartholomay-Clarkson Com- 
pany introduced Mr. Evans. 








This young husband and father is a firm be- 
liever in life insurance, and he needs no fur- 


ther reasons for his convictions than those 





shown with him-—his wife and baby. 


He has arranged protection that will assure 


their security, even should he fail to survive, 


for he believes, with the poet, that :— 


“Nearest things the dearest are.” 


Any young married man is a promising 


prospect. 
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FINANCIAL STATEMENT 
DECEMBER 31, 1941 








ASSETS 
United States Government Bonds........................... 81,234,640.95 
Consolidated Federal Land Bank Bonds..................... 516,418.25 
Municipal Bonds (No default of Principal or Interest).........  5,563,805.02 
First Mortgage Loans on City Property...................... 69,621,289.06 
First Mortgage Loans on Farm Property.............. ......  1,654,467.73 
a ee 
ee ee 
Prefemted: Siocke: ... 2. . coos ck ceccwcndcivcecsecscctsansscct.. GRRRSae 
Real Estate— 
OO el 
City Property Sold on Contract............................ 3,304,978.13 
a NE Sos ech Uasadiyusesusatnl Pesan ddnasemee 38,377.15 
Farm Property Sold on Contract... ............ cc cece eee ees 26,077.19 
Fon Ce PUI ciao oe kn hese se eben tededecncds 1,067,000.00 
Cash on Deposit in Banks..............0.00 0000 ce eee eeeeee  1,448,583.97 
Net Uncollected and Deferred Premiums..................... 2,912,591.29 
Accrued Interest on Investments.................0. ce eee eeeee 2,026,816.87 
TOTAL ADMITIED ASGETS. ....5.cc6sccunscbvnccancie cess seen 
LIABILITIES 
Reserves for Protection of Policyholders......................6168,825,344.08 
Premiums and Interest Paid in Advance...................... 774,751.02 
Reserves for Taxes and Incurred Unpresented Items.......... 1,654,404.65 
Contingency Fleeervee: .. oc... 6.00). sk aici: SERS 
Ce I ooo. pa oe ee ee 28,015,674.80 
pe Ro. hc es nee $203,339,007.94 


INCREASE IN ASSETS—$14,566,755.53 
TOTAL ASSETS—$203,339,007.94 
INCREASE IN INSURANCE IN FORCE—$89,069,879.00 
TOTAL INSURANCE IN FORCE—$1,082,622,518.00 


INVEST IN AMERICA 
BUY DEFENSE BONDS AND STAMPS 
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Advertising Head 
of Prudential 
Retires This Month 


NEW YORK—A luncheon will be 
tendered Arthur A. Fisk, advertising 
manager of the Prudential, Feb. 20 at 
the Hotel Governor Clinton here by his 
many friends in the business. He is re- 
tiring from active business the end of 
this month after 44 years of service 
with his company. Mr. Fisk will leave 








ARTHUR A. FISK 


for a vacation in the south shortly after 
the first of March. 

Mr. Fisk was a member of the Pulitzer 
trained staff of the New York “World” 
before he went with the Prudential. 
Undoubtedly even at that time with his 
vision he saw the tremendous part life 
insurance was destined to play in human 
affairs. Thus he became one of the 
pioneers of the writing group whose 
task it would be to tell the world about 
the subject through the medium of ad- 
vertising. He left the “World,” May 2, 
1898, and went to work at the head of- 
fice of the Prudential as a clerk in the 
supervisor’s department. Eight years 
later he was made assistant manager. 
However, it was seen by this time that 
the routine of office work held no 
glamor for him. He was too much 
steeped in the traditions of newspaper 
work. His father had gained wide fame 
as a writer of some of the most cogent 
and impelling editorials appearing in the 
New York “World.” 


Changed Plan of His Work 


Mr. Fisk submitted a number of sug- 
gestions for the Prudential’s own pub- 
lications as well as writing advertising 
that carried a human appeal. On Sept. 
16, 1915, he became assistant super- 
visor of publications and 10 years later 
was made manager. Then it was de- 
cided in October, 1929, to separate the 
advertising department from that 
charged with the responsibility for pub- 
lications and he was made manager of 
advertising and occupied the same office 
since that date. 

Mr. Fisk possesses a lovable person- 
ality, a warmth of heart and amiability 
that has drawn all people within the 
radius of his influence to him. He said 
in commenting on life insurance this 
week: 

“Tt has occurred to me that there is 
one great truth about life insurance that 
is seldom touched upon—its great in- 
fluence on those phases of human exist- 
ence we seldom think about. I re- 
member when I was a boy and in my 
early youth, the phrase ‘Potter’s Field’ 
was a common one in our every day 
conversation. Pauper burials were so 
frequent they were accepted almost as 
a matter of course in any community. 
How often do you hear of them now? 

“Life insurance is responsible for the 
elimination of this evil, and the agents 


FeNATIONAL UNDERWRITER 


February 20, 1942 








who have carried its message into the 
slums and tenement districts, plodding 
through dark hallways and climbing 
niountainous stairs are the valiants who 
have put it across. Every time they 
pay a claim they justify their existence 
and the activities of their companies.” 


Reddall Committee Chairman 


A. H. Reddall, assistant secretary of 
the Equitable Society, is chairman of the 
committee on arrangements for the 
luncheon. His asociates are Clarence 
Axman, “Eastern Underwriter;” A. H. 
Thiemann, New York Life, and F. J. 
Price, Prudential. Mr. Fisk is a charter 
member and past president of the In- 
surance Advertising Conference and is 
a member of the Life Insurance Adver- 
tisers Association. He was chairman of 
the insurance group of the Association 
of National Advertisers for many years. 





A. & H. Bureau to Meet June 4-5 


NEW YORK—The Bureau of Per- 
sonal Accident & Health Underwriters 
will hold its annual meeting June 4-5 at 
Westchester Country Club, Rye, N. Y., 
where it also met in 1937, 1938 and 1939. 
W. F. White, Eagle, Globe and Royal 
Indemnity, is bureau chairman. 

The various committees will hold 
their meetings the afternoon of June 3. 


Inflation Controls 
Viewed by Linton 


in Kansas City 


KANSAS CITY—The grave possibil- 
ities of inflation which yet may be 
checked by legislation and sound admin- 
istration were reviewed before the Kan- 
sas City Life Underwriters Association 
by M. Albert Linton, president Provi- 
dent Mutual Life. 

This war is different from any before 
as it isn’t being financed on the basis of 
inflation. All countries have tried to 
control inflation and this country is 
inflation-conscious while it was not in 
1914. 


Drain Off Excess Income 


The stage is all set for a price rise, 
with money income increasing and com- 
monly-bought goods decreasing. The 
spendable income of the heretofore rela- 
tively low income group is being most 
increased and any effective program 
must take this into consideration. 

In referring to various ways of drain- 
ing off excess income, Mr. Linton said 
if there is to be a sales tax, wages 
should also be controlled. He does not 
favor proposals to increase social secur- 


ity taxes and benefits to control infla- 
tionary tendencies. 

National income in 1942 will be around 
$105,000,000,000. Deducting $35,000,000,- 
000 in taxes leaves $70,000,000,000 spend- 
able income while total goods and serv- 
ices purchasable may not be more than 
$50,000,000,000, leaving a balance of $20,- 
000,000,000. The government is going out 
to get as much of that sum as it can. 
Life insurance will be asleep at the 
switch if it does not go after its portion 
of this $20,000,000,000 that is properly 
its share, which is in line with the na- 
tional effort. ; 

The present situation, Mr. Linton con- 
cluded, provides a major test of demo- 
cratic institutions. If farmers, laborers 
and anybody else with political power, 
insist on “getting theirs” irrespective of 
national welfare, there will be chaos. 
Every effort should be made to control 
group interests. 

Insurance Superintendent ‘Scheufler of 
Missouri made his first “official” appear- 
ance before the Kansas City association. 





William R. Bass, agent of Union Cen- 
tral and guiding light in Cincinnati of 
the Alpha Tau Omega fraternity, will 
receive the Golden Circle Certificate, 
emblematic of 50 years of service, at the 
fraternity’s annual Founders’ Day ban- 
quet Saturday night. 








Massachisetl Mutual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


Bertrand J. Perry, President 


Summary of Annual Statement 


December 31, 


ADMITTED ASSETS 1941 
Bonds, Mortgages, and other Assets.............ccceecceeccees $745,739,728 
meant Tae i FACIE, ong 5k bee veneer wweeiesacessasves 8,400,215 
PGE TUE OIE FRCCUUIES ooo vik nove wiv kv cnewny bent eSecaees 11,816,886 

ee ee IE, 9 bc nv do etseseneiwevrenieostee $765,956,829 


LIABILITIES 
Policy Reserves 


seni asneeboiteeaneliamiaanstisaientnaadedaet ate $578,177,202 


EE SE aie ncnwanee re eesicda eke Re eee eRwee Ras 145,378,542 
Policy Claims in Process of Settlement...............0cccceeees 2,802,878 
Sweets 80 POREPOIINES nu ov kn cee orcnss vadclennwncecenes 8,722,625 
SE i CW iinet Matenla Wig ie it ati aglaw enshiuiks Sucmdh Gage Cae eoad eimaieee 2,346,149 
SR NOD 5k ewan wowwolnsdouceenasaeeeeaboeees 1,017,412 
$738,444,808 

I AE: 55552 0scerdbaveccvenseuueeees $7,168,880 

BE: hse Wokuer orks caveonsks ckkenaae a Meee 20,343,141 
eras ard Te TRNRO VE as xe one deren av ewaseysn ds 27,512,021 
Total Liabilities and Contingency Funds.................005. $765,956,829 


United States Registered Bonds included in the above 
statement are deposited as required by law; 
Massachusetts $250,000; State of Georgia $10,000. 


Insurance in Force December 31, 1941, 527,646 policies for $2,025,443,549 


Payments to Policyholders and Beneficiaries in 1941 
To Living Policyholders........ $27,714,930 


To Beneficiaries 


State of 


18,921,394 


$46,636,324 


Since organization in 1851, this Company has paid in benefits to its policyholders 
and their beneficiaries over 983 Million Dollars. 
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Provident Mleaaal 
Has Record January 


Western General Agents 
Gather in Chicago 
for Regional Meet 


Insurance in force of Provident Mu- 
tual Life reached a new all time high 
of $1,032,000,000 on Jan. 31, M. Albert 
Linton, president, announced at the 
western general agents regional meeting 
in Chicago. This is approximately 
$12,000,000 higher than it was at the end 
of December, as contrasted with a gain 
of $24,000,000 during the entire year of 
1941, New paid business for January 
amounted to $15,000,000 which is another 
all time high for a single month’s pro- 
duction. 

The meeting was attended by the gen- 
cral agents west of the Alleghenies, and 
was the final regional of the year. Be- 
cause no general agents’ convention was 
held, officers of the General Agents As- 
sociation will hold over for another year 
with William Peterson, Seattle, as pres- 
ident. 

Predict More Rate Increases 


Vice-president E. W. Marshall, in dis- 
cussing premium rates, commented on 
the status of proposed standard non-for- 
feiture value legislation with a new mor- 
tality table. He stated that it is likely 
that there will be many more premium 
increases within the next year or two. 

Vice-president F. Phelps Todd con- 
eratulated the field force on its unprec- 
edented volume in December. 

A number of speakers, including Mr. 
Linton and Mr. Marshall, commented 
on the trend away from endowment poli- 
cies toward ordinary life and similar 
forms of protection. 

G. N, Quigley, Denver, presented a 
stirring paper on “Women and Children 
Come First.” 

J. H. Cowles, Los Angeles, discussed 
the prospecting and selling procedure 
used by his agency. Four stages are con- 
sidered: the process of prestige prospect- 
ing, getting information, solving the 
problem of the prospect, and motivation. 
Samuel P. Quarles, Kansas City, pre- 
sided. 


Positive Recruiting Urged 


An entire session was given the need 
for positive recruiting. Speakers were 
Vice-president W. K. Wise and Henry 
Bossert, Jr., E. A. Farrington and E,. M. 
Bechtel, assistant managers of agencies. 
They interpreted the results of a man- 
power study made last year. J. H. 
Hooper, Baltimore, showed how he had 
made positive recruiting pay. T. B. Sil- 
liman, Duluth, presided. 

At the final formal session with Wil- 
lard Ewing, Chicago, in the chair, C. O. 
Schumacher, Akron, discussed prestige 
building process, J. B. Long, Knoxville, 
juvenile insurance, and H. E. Brake, 
Sioux City, hard work. 

A paper written by George P. Shoe- 
maker, New York, on the recruiting 
manual was read. 

The closing talk was delivered by Mr. 
Wise. 

Battle of War Clause 


In discussing the “battle of the war 
clause” in December when nearly six 
months’ business was written in a few 
weeks, Mr. Wise attributed the huge vol- 
ume to the fact that the prospect was 
offered a bargain and a deadline. Al- 
though these two factors were not the 
main reasons for buying life insurance, 
they were good reasons for buying 
something a man already wanted and 
they motivated him to action. Motiva- 
tion is always necessary to get action. 
Persons may understand life insurance, 
admit their need and have funds to pay 
ior it but they almost invariably post- 
pone buying. It becomes a question not 
of buying but of when to buy. The 


essence of good closing technique is to 
remove a decision from the prospect's 
mind and to make it easy for him to 
buy without a decision. The war clause 
situation did that. 

In considering the future, Mr. Wise 
predicted many changes. Life insurance 
has already been affected by the imposi- 
tion of the war clause and it is possible 
that more restrictions will have to be 
placed in policies. There will be a shift 
In prospects and agents will be lost to 
the army and to defense industries. In- 
flation, mounting taxes and low interest 


fully met other difficulties in the past 
and has come out of the fight on a higher 
plane than before. 

“No wonder your prospects do not 
sleep o’ nights. No wonder they are in- 
secure, harassed, doubtful, uncertain. 
They have reason to be. However, the 
problem still remains not so much what 
they will do about it if they live, for they 
will muddle through somehow, but what 
will happen to their families in this 
troubled world if they do not live. Their 
brains and their good right arms will 
bring them through the storm, if life 


insecurity that frame the future, but to 
admit that insecurity is ahead just as it 
has always been ahead; that our pros- 
pects will pull through these times just 
as they have pulled through other times 
behind them; and that only through the 
promises we sell can they find the sense 
= segurity and certainty for those they 
ove. 





Dickey Agency January Leader 


The A. L. Dickey agency, New York 
City, led all agencies of Provident Mu- 


rates are disturbing factors which must 
faced. 
challenge but the business has success- 


be 


Meeting these changes is a 


lasts—but if it does not, who will bring 
the ship to port? This, then, is our task 
in 1942—not to deny the uncertainty and 


tual Life for January. 


1941 in eighth position. 


Though only 2% 
years old the Dickey agency finished 
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SERVICE 


* 
STRENGTH 





SECURITY 


THE DOQR OF PROTECTION 


In this, the gravest crisis in our national his- 
tory the supreme interest of every American is 
America. Individual service and personal sacri- 
fice will be not merely the duty, but the privi- 
lege of every citizen. All else is secondary. 
Everything must be subordinated to an all-out 
effort for Victory. 


The institution of Life Insurance is, and will 
remain, one of the bulwarks of economic 
strength during a struggle which is essentially 
one of economies perhaps even more than one 
of arms. A nation must be sound to be strong. 


Life Insurance serves the double purpose of 
being a direct investment in the underlying 
human values of the Nation and one of the chief 


sources of financing the war effort. Life Insur- 
ance is a direct hedge against inflation. It is 
one of the principal defenses of the Nation 
against the insidious economic fifth columnist. 
The best way to slay this serpent is for every 
peace-loving American to live more simply, 
spend less, and save more. This philosophy will 
be inculeated among our people by every gov- 
ernmental effort. It is the essential philosophy 
of Life Insurance. 

Life Insurance has always been a patriotic 
service. It is simply more obviously and more 
importantly so in this great crisis. 


Clee. Cilltrves 


PRESIDENT 


36th Annual Financial Statement December 31, 1941 


OUR RESOURCES 


ins crcktsases ieeebeoaenel $ 9,118,437.00 
I I ones 58 kas vee wess 661,893.26 
First Mortgage Loans........... 9,544,566.31 
Real Estate Sold on Land Contract 381,649.93 
Home Office Building........... 573,000.00 
Other Real Estate.............. 656,980.57 
Loans to Policyholders.......... 2,725,151.63 
Premium Notes ........ eee 49,366.39 
Accrued Interest (None past due) 123,777.39 
Premiums in Course of Collection 464,142.85 


Total Resources .............. 24,298,965.33 


OUR LIABILITIES 
Policy Reserves ...............-$20,670,768.97 


Death Claims Due and Unpaid... None 
Claims Awaiting Completion.... 77,829.44 
Premiums and Interest Paid in 

MD ci sd oeavaaosesacaes 307,117.32 
Dividends to Credit of Policy- 

NSP aniid hahaa naira a, 537,977.64 
Dividends to Policyholders for 

US Hhkvaneds tanmesarueses 173,000.00 
Reserves for Taxes Payable in 

rr re 58,900.00 
Miscellaneous Liabilities ........ 19,601.39 

Total Liabilities ............. $21,845,194.76 
Capital and Surplus Funds... 2,453,770.57 

Ps vacen¥eeneienetadccnceeeeeee 


THE OHIO STATE LIFE INSURANCE COMPANY 
COLUMBUS, OHIO 
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National Senn Not Cut by Defense 
Costs, But Transferred to New Hands 


By JOHN F. WOHLGEMUTH 


Life insurance men, and other busi- 
ness men, are possibly too much de- 
pressed by the supposed effect of the 
taxation and borrowing that are going 
to be necessary to finance the war. It 
is rather common to say that the spend- 
ing power of the people will be reduced 
by the amount taken by the govern- 
ment. 

It is doubtful if this is true. The 
money taken by the government is spent 
for wages and goods, and goes back into 
circulation just as truly as if it were 
spent during a business boom. This is 
proved, at least indirectly, by the great 
attention the government is giving to 
prevent a runaway market based on the 
income which the government is pour- 
ing out to defense workers and those 
who have war materials, whether raw 
or finished. The energetic and drastic 
efforts at price control are a recognition 
of the fact that the huge new govern- 
ment expenditures, added to the normal 
trade under the heading of “business as 
usual,” constitute a “boom” condition 
just as truly as the wild expansion of 
the ’20’s. 

If the “business as usual” trading 
produces a national income of $50,000,- 
000,000, and the government spends $50,- 
000,000,000, then the national income is 
$100,000,000,000. This is only anew way 
of stating what economists are publish- 
ing in financial papers and financial col- 
umns and have been for some time. 
The economists say that the national in- 
come in 1942 will be $100,000,000,000, 
of which the government will take half. 
The trouble with this way of stating it 
is that it implies that the national in- 
come actually goes up $100,000,000,000, 
but is cut in two by the government. 
Actually the government turns back its 
share to the people. The only difference 
is that different people spend it. 


Groaning About Taxes 


Life insurance men are disturbed be- 
cause their usual customers are groan- 
ing about taxes. Life insurance usually 
is bought out of surplus income. The 
usual buyers of life insurance are suffer- 
ing heavy tax inroads on their surplus, 
and have less available to pay premiums. 
The result is to incline life insurance 
men to believe that the defense taxation 
does reduce the national income, which 
is not true. 

It may not be easy to find insurance 
buyers who are brought into the life in- 
surance market by the defense spending. 
Most ordinary companies, and even in- 
dustrial, are against writing up all the 
workmen who have jumped from $20 a 
week to $80 or $100 a week for the 
duration. They feel insurance sold on 
the boom basis offers little hope of per- 
sistency when the defense spending 
ceases. Yet it seems obvious, consider- 
ing the figures involved, that enormous 
classes that are normally insurable can 
now be sold freely, because they have 
plenty of money. 

For instance, it has never been 
doubted that a grocer or butcher was a 
good prospect for ordinary insurance, 
and for ali he would buy. Tens of mil- 
lions of people are now buying food 
more freely than for many years. Credit 
losses are low, in fact, almost any food 
store can operate on a cash basis. It is 
only necessary to find the right classes 
to uncover an immense buying field for 
life insurance, whether grocers, butchers, 
garage owners, furniture dealers, or 
what not. Employes in such store have 
always been good prospects and are 
better now. 

Consideration of the figures presents 
some very startling ideas. In 1940 life 
insurance premiums of every sort 
amounted to $4,114,000,000. Assuming 
that the national income in 1940 was the 
$50,000,000,000 that economists talk 
about, life insurance got 8 percent. 

However, new life insurance premiums 
in 1940 were only $334,000,000. Gener- 


ally speaking, .the new life insurance 
premiums represent the earnings of the 
sales forces. The agents may not get 
quite 100 percent, with their renewals, 
but the new premium volume is not far 
off from their earnings. Regardless ot 
agent’s earnings, the $334,000,000 is 
what the public “laid on the line” in 
1940 for new life insurance. 

If the national income this year is 
$100,000,000,000 instead of $50,000,000,- 
000, why should not the life insurance 
men find buyers for $600,000,000 in new 
life insurance premiums instead of $334,- 
000,000? The main reason will be, if 
they fail, that they did not look in the 
right places. It would seem that the 
best bet of those who wish to keep up 
life insurance production is to point out 
to their men the right places. This 
may take rather intelligent study and 
perhaps a good deal of preaching to 
the men. An agent whose ordinary 
clientele is hit by taxes must reconcile 
himself to going out and looking for 
the other men who are spending the tax 
money. 

The accuracy of the figures on na- 
tional income and defense expenditures 


is immaterial. What is material is to 
recognize that the money taken in taxes 
is not lost as national income. It is 
merely spent by new hands. It is the 
life insurance salesman’s job to use his 
gray matter in figuring out where the 
new income is available. 





Linton Featured at Sales 


Congress in N. Y. C. March 12 


NEW YORK—President M. A. Lin- 
ton of Provident Mutual will be the 
featured speaker at the afternoon ses- 
sion of the New York City Life Un- 


derwriters Association’s all-day sales 
congress March 12. At the morning 
session the lead-off speaker will be 


General Agent J. A. Ramsay of Con- 
necticut Mutual Life in Newark. There 
will be four other speakers on the 
morning program and five others in the 
afternoon. 


Shoemaker on Program 


C. Preston Dawson, general agent 
New England Mutual, sales congress 
chairman, will preside in the morning 


general agent, 
The banquet 
with Presi- 
There 
national 


and G. P. Shoemaker, 
speaks in the afternoon. 
will be held in the evening, 
dent Beatrice Jones presiding. 
will be a guest speaker of 
prominence. 





Policyholders Need 
to Appraise Again 
Their Insurance 


NEW YORK—M. S. Rukeyser, eco- 
nomic commentator and author, in an 
address before the New School for So- 
cial Research here, declared that ab- 
normal wartime conditions and the -rise 
in the cost of living require a new 
orientation regarding the life financial 
plans by policyholders. 

“The decline in the purchasing power 
of the dollar,’ Mr. Rukeyser declared, 
“tends to make the average policy- 
holder underinsured. If policies should 
mature during the current abnormal 
period, the dollars contracted for may 
be insufficient to provide the standard 
of security intended for dependents or 
for the insured themselves in old age. 
More coverage, possibly in short term 
inexpensive policies, intended to tide 
the family over the abnormal hazards 
of the war period, is indicated.” 





To Visit All Agencies 


During February and March the mem- 
bers of Connecticut Mutual’s home office 
agency department will visit every one 
of the agencies throughout the country. 





Just A Good Company! 


FINANCIAL STATEMENT 
December 31, 1941 











We Gained IN EXCESS OF 
$3,700,000 Insurance in 


We Paid For IN EXCESS OF 
$6,000,000 on the lives of 
Texas Citizens in our first 
full year as a Texas Com- 


AND We Made some 


AFTER 


We Allocated $95,000 to Vari- 
ous Depreciation Reserves. 


Our Capital and Surplus IN- 
CREASED to IN EXCESS 
OF $600,000. 


Our Second Year RENEWAL 


ASSETS Force... 
OBER bn ctecicchisne aes ORE RE SES oe ae $ 552,446.97 
Bonds 
Fully Guaranteed by U. S. Government..... 326,652.79 
State, County and Municipal................ 311,321.31 
PMTRNNOONE, oss. 5 Sisco aus sepia 6 6 Sloe our arte Seimei 729,355.99 
ROMMEME MER S22 cic oe sks ms iorsee Oe nes eT o Uae SOO Sete 770,191.31 
Industrial and Miscellaneous................ 609,483.57 
RONG  ohyce es ont va heed hetave macau Sreasia hs dorel state Poke aher 301,958.61 
First Mortgage Loans on Real Estate........... 2,800,639.96 
[een D0) 2 7S aa ae ee eee eer ee eee errr 2,612,054.05 
Real Estate Sold under Contract...... $227,036.88 pany... 
Less Reserve for Profit........... 15,812.83 211,224.05 
Loans on Company's’ Policies. 0.666. 6..000000ss 2,070,833.63 
Interest: Due and Accrmed). ... 6éicsccsvsscceccees 77,575.09 
Premiums Due and Deferred.............+++00+5 267,801.49 money, 
Total: Admitted ASsetsis ids asicsmawacads aoe $11,641,538.82 
LIABILITIES 
Legal Reserve on all Outstanding Policies........ $10,650,976.95 
Death Claims due and: Unpaid... «06 0:.6.00400005 one 
Claims for which Proofs are not Complete....... 35,781.32 
Reserve for other Obligations to Policyholders... 71,658.81 
Premiums and Interest Paid in Advance......... 77,036.94 
Reserve for Taxes Payable in 1942.............. 75,000.00 
Reserve for Real Estate Depreciation........... 106,000.00 
AUl-GpNeT Bu OMITICSS 55.05.40 os u.o Gad aienaaiire snes 24,531.82 
$11,040,985.84 
CBOE yoo. diss ko Se meteiah and doaGtos Musso $200,000.00 
Unassigned Surplus). «...ocics cscs. seae 400,552.98 
Surplus for Protection of Policyholders.......... 600,552.98 
Mota Wap DMNGIES: 604.6 uc se wamena an soca $11,641,538.82 


Payments to Policyholders and Bene- 
ficiaries Since Organization 


Insurance in Force 


$57,672,301.00 $32,432,535.50 
Increase in Insurance in Force................. $ 3,859,527.00 
RDDERRE AICRGRPES oi 6 liebe asvelbiais omnes 393,446.44 
ENOMCARD AN OMNIS: 2 5.5.6c6acoeacorese Dates oaamoktons 33,174.00 


RATE Increased 10 Per Cent. 


Our Net Interest Rate on All 
Assets was 4.06 Per Cent. 


1941 Was A Good Year For 
RESERVE LOAN LIFE INSURANCE COMPANY 


of Texas 


A Registered Policy Company 


W. T. O’DONOHUE, President 


Home Office: DALLAS 
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National Officials 
Meet Local Men 
at Springfield 


The National Association of Life Un- 
derwriters’ regional gatherings with lo- 
cal association officials which were 
started in the south recently have been 
so successful that the series as originally 
scheduled has been augmented. Three 
or four additional meetings will be held 
in larger cities on the eastern coast and 
several more along the Pacific Coast, 
President John A. Witherspoon an- 
nounced at the regional held in Spring- 
field, Ill. 

There were about 70 representatives of 
30 local associations of Illinois, Indiana, 
lowa, Missouri, Kansas and Tennessee 
in attendance at Springfield for the all- 
day session, and at a luncheon at which 
the National association was host there 
were some 130 present including mem- 
bers of the Springfield association. 


Those Along on Trip 


President Witherspoon presided. He 
was accompanied on this trip by H. L. 
Rogers and P. B. Hobbs, agency man- 
agers of Equitable Society respectively 
in Indianapolis and Chicago, and na- 
tional trustees; H. A. Hedges, national 
secretary and Kansas City general agent 
of Equitable of Iowa, and Max Hoff- 
man, executive secretary National asso- 
ciation, 

There was a frank discussion of Na- 
tional association activities, its budget 
being set forth and salaries of officials 
shown. The various ways in which the 
National association can help locals were 
explained. 

Secretary Hedges conducted a session 
on membership, outlining objectives 
which local associations might adopt and 
mentioning the National association ac- 
tivities in securing pension plans for 
agents and the readjustment of commis- 
sion scale. 

GATHERING AT JACKSON 

JACKSON, MISS. The Missis- 
sippi Association of Life Underwriters 
was host at a six-state regional meeting 
of the National Association of Life Un- 
derwriters here. National officers who 
spoke included: John A. Witherspoon, 
John Hancock, Nashville, president; 
Herbert A. Hedges, Equitable of Iowa, 
Kansas City, secretary; William H. An- 
drews, Jr., Jefferson Standard, Greens- 
boro, N. C., and Tom B. Reed, Great 
Southern, Oklahoma City, trustees; and 
Maxwell L. Hoffman, executive secre- 
tary. Association officers from Alabama, 
Arkansas, Florida, Louisiana, Missis- 
sippi and Tennessee attended. 

At a special luncheon addressed by 
Mr. Hedges, certificates of leadership 
were awarded to 14 Mississippi agents. 





OVER 250 AT WINSTON-SALEM 

WINSTON-SALEM, N. C.—At the 
regional meeting sponsored here by the 
National Association of Life Under- 
writers, President John A. Witherspoon 
told over 250 luncheon guests of the 
association’s 1942 objectives. George 
Elliott,’ president Winston-Salem asso- 
ciation, and John T. Richardson, 
Raleigh, president state association, 
were co-toastmasters. Commissioner 
Boney was a guest. 

President Richardson reported that, 
there are now 15 associations in the 
state with new ones recently organized 
in Goldsboro and Leaksville. 

Other speakers included William H. 
\ndrews, Jr., Jefferson Standard, 
Greensboro, national trustee, who dis- 
cussed local association affairs, espe- 
cially programs and membership; Max- 
well Hoffman, National association 
executive secretary, who spoke on the 
national organization and its responsi- 
bility to the local; Herbert Hedges, 
Equitable Life of Iowa, Kansas City, 
national secretary, who spoke on mem- 
bership, and Robert W. Fowler, senior 
promotion expert on the defense sav- 
ing staff at Washington, 
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Cine s $325,620 
Leads in January 


Elmer J. Grandson, assistant manager 
of Union Central in Chicago, led the 
“parade of the stars” in January, among 
94 men each of whom produced $25,000 
or more in the month. Mr. Grandson’s 
total was $325,620 paid for business. He 
is associated with H. A. Zischke, Chi- 
cago manager. Mr. Grandson in 1940 
qualified for the $500,000 club with $325,- 
620 paid for business. He uses the so- 
cial security approach for the most part 
in making sales. 


Second Production Clinic 
Is Held in Cincinnati 


The second of the four production 
clinics of the Cincinnati Life Underwrit- 
ers Association was attended by nearly 
500. Rodney H. Brandon, director of 
public welfare of Illinois spoke on “Why 
Were Those Boys Sent to de sgt 
Stating that since 1930 the number i 


Illinois penal institutions has pe lee 
doubled, Mr. Brandon emphasized that 
the greatest social agency for the 


amelioration of crime is life insurance 
which guarantees the children that they 
will have their mother’s care and dis- 
cipline. 


Aidan Benefits ‘iatenas 


HARTFORD—Phoenix Mutual Life 
has extended the coverage furnished by 
the accidental death benefits attached to 
many policies, to protect policyholders, 
under certain conditions, while in the 
military or naval services within the 48 
states and the District of Columbia. 
Deaths occurring outside the United 
States will not be covered, nor those 
resulting from riots, insurrection, com- 
bat or enemy action within U. S. borders. 
In all other respects the coverage is as 
complete against accidental death as for 
civilians. No additional premium is re- 
quired for the extension of these benefits 
under the policies. 














{ “ 
Crom the Fleart of 
the LMiattion? ns Capital 


LOY CSF th 7S 


Low “Cost PL 
tor Family Pp 














al’s R, Pike 
S Mate. Total 
f } ance ok Sare Lop tr ii De fons Pi, 
“'f © within Temely hero 
i \ aSIeF pe TOE py 
C4 Mugg reach pre 
” : 
I- Pate i . 
. ; i 
th “ 
® part 
© $40 pal, 


Unigqne 
que, 


‘otection 


Total Defe 


” or Fy . 
ong Acar i Me a Your Family 
sak’s a 





, 
initeteieaean 


MR eed 





an 





RSE iP 


¥pes of 
emer 


RL jaye ¥-COst 

















seven cum nts 
» 


SAvA 





{By Act ve ‘Cone > 


Acacia Mu 





utual » 
<t of ag § charte 
t 

rah 186 _ 

hae’ hall mb, 

Of its he murty 
not for Profir,” Potic yho shders per 
Sexe ee 





. 
eC 


“ne 4 
t e "Com ' 
R HOME oO we Pany 3 
“Mation «} td Cnlen, Wa 4 
P Ul this f SHIN¢; 3 
Rind @ ~ side ‘TON, . 3 
d th, ottinee ———~ ae 4 
th j mashes 

. tenal $. 
nn ae the rivhe, ee \ - 

“ I ¢ \ 

\ 

+ f \ 

ur new i \ 














10 


TO UNDERWRITER 


February 20, 1942 











H. T. Deenett ee a invasion 
to Nation of Agent’s Work Today 





CINCINNATI—Dramatizing the pa- 
triotic function of life insurance in these 
days, H. T. Burnett, agency vice-presi- 
dent Reliance Life, sounded an _ op- 
timistic note to the members of his com- 
pany’s Cincinnati department as they 
gathered for their annual meeting. 


“Ts it patriotic to be thrifty, to buy 
life insurance, to sell life insurance?” 
Mr. Burnett queried as he illustrated 


the place of life insurance in the Amer- 
ican scene today. “In this war, all of 
us have jobs to do aside from our life 
insurance work. The Red Cross, civilian 
defense, defense bond sales, these and 
many other meritorious efforts will take 
time away from our usual activities, but 
we must not lose sight of the tre- 
mendous importance of the product 
which serves to maintain the financial 
independence and economic security of 
so many men and women of this coun- 
try. 

Answering the question, “What has 
lappened in 1941?” Mr. Burnett outlined 
the accomplishments of the Institute of 
Life Insurance in its campaign to build 
good will among the public. 


Cites Decline in Numbers 


Mr. Burnett cited the fact that the 37 
companies reporting to the Research 
Bureau jn 1934 had 40,660 salesmen un- 
der contract. At the close of 1941, these 
companies had only 26,547 salesmen. 
This was a reduction of 35 percent in 
number of salesmen, yet the amount of 
new business paid for was reduced by 
only 2.9 percent. There was an increase 
in volume of 34.9 percent. This im- 
proved condition can at least partially 
be attributed to better training of agents 
and to the selection of better men. 


Some Reliance Life Figures 


Mr. Burnett observed that 81 percent 
of the world’s life insurance is in force 
on the lives of free men. This involves 

128,000,000,000 of protection. The $32,- 
aad 000,000 assets of life companies is 
three times greater than all the money 
in circulation today. In 1941, the com- 
panies paid $1,850,000,000, or 61 percent 
of their total cash outlay, to living pol- 
icyowners, which is a larger contribution 
to national income than was paid in sal- 
aries les during the year by all the Amerions 








Public na ice 
More Highly, Marshall Says 


DETROIT—The fact that 1941 lapse 
ratios of the life insurance companies 
were unusually low indicates that the 
public is valuing its life insurance pro- 
ee more highly today than ever be- 
fore, E. W. Marshall, vice-president and 
vested Provident Mutual, told the Na- 
thaniel Reese general agency here. 

Investment type of insurance is not 
meeting with the public favor today that 
it did some time ago, Mr. Marshall as- 
serted, stressing the need for selling 
policies having a high protection factor. 
However, he predicted trouble ahead for 
those selling term to age 65, as policies 
which are cut off entirely at the time 
when policyholders are most likely to 
need them are likely to create much bad 
will for the companies selling them. 

Flexibility is the greatest need in the 
life insurance program of today, Mr. 
Marshall pointed out. Where heavy im- 
mediate protection is needed, he urged 
the sale of relatively short-term con- 
tracts with ordinary and other low pre- 
mium types for general needs. 

W. D. Cross, assistant manager of 
agencies, predicted that the trend of life 
sales will follow that of the first world 
war, in which there was a jump in sales 
the first year and a leveling off the sec- 
ond year. Last time the adding of the 
war clause did not cut sales and it will 
not do so this time, he asserted. There 
will be much less competition for the 
insurance dollar this vear because the 
field for spending is being restricted. 


owned steel mills and railroads in opera- 
tion. 

Mr. Burnett said premium income 
from new business in 1941 of Reliance 
Life was $2,051,540; while the increase 
in government bond purchases was 
$4,621,000. 

Mr. Burnett remarked that in 1940 
there were 651 claims submitted by own- 
ers of Reliance Life health contracts. 
In 1941 the number of such claims de- 
creased to 231. He attributed the 
decrease to the fact that people are so 
intent on their work that they are over- 
looking illness that does not incapaci- 
tate. 

“The mental attitude of the salesman 
will judge our success,” Mr. Burnett 
stated, “and the proper mental attitude 
can only come from enthusiasm for 
hard work and from realization of the 
patriotic duty so plainly before us. Keep 
mentally right, have confidence in your 
country, in yourself, and in the com- 
pany you represent.” 

R. C. O'Connor, manager of the Cincin- 
nati department, presided at the meet- 
ing. He introduced J. F. Johns, super- 
intendent of agencies of the eastern 
division, who congratulated Mr, O’Con- 
nor and his agency on the record in 
1941. Mr. Johns proclaimed 1941 the 
best year in the history of the Cincin- 
nati department and announced that it 
liad achieved a 44 percent increase in 
production. With a renewal persistency 
of over 94 percent, and by having the 
second largest increase in production 
among the entire sales organization, the 
department moved up five places in the 
relative standing of all agencies. 


Telephone Sales Demonstration 


Jack Schwartz, a producer for Re- 
liance Life in Pittsburgh, gave a re- 
markable demonstration of telephone 
selling. Drawing names at random from 
the city directory, and requesting from 
salesmen present the names of persons 
whom they had been unable to contact 
after prolonged effort, Mr. Schwartz 
proceeded in unique fashion to make def- 
inite appointments for future personal 
calls. He has developed his ability to 
use the telephone to such an extent that 
one sale results from every 15 phone 
calls made to persons previously un- 
known to him. 





Ga High € Court Upholds 
Tax on Mortgage Loans 


ATLANTA—The Georgia supreme 
court has ruled that the Northwestern 
Mutual Life must pay taxes to Fulton 
county on millions of dollars of mort- 
gage loans made in Georgia over several 
years. The decision will have a bearing 
on 40 or more similar suits brought by 
other companies. 

Out- of-state companies have not been 
paying taxes on intangibles in Georgia, 
contending that their mortgage loan 
business was conducted from their home 
offices in other states. That contention 
was upheld by the superior court here, 
which ruling is set aside by the supreme 
court’s decision. The company had 
been granted an injunction to restrain 
the county from collecting the tax. 

The supreme court said: “Where a 
non-resident corporation, a life insurance 
company, employs a loan agent in 
Georgia for the purpose of soliciting and 
submitting applications for loans, and 
making reports, paying him a regular 
salary, though the loans are prepared 
in the home office, they are sent back to 
this state for execution, the checks are 
delivered in Georgia, and the loans are 
finally executed in Georgia, no matter 
whether any money is kept in this state 
or not.” 





F. F. Weidenborner, agency  vice- 
president Guardian Life of New York, 
spoke to the Oklahoma General Agents 
& Managers Club in Oklahoma City. 








MORE THAN 35 MILLIONS IN ASSETS FOR OUR POLICYHOLDERS PROTECTION... 


Records Its 


34th Successful Year! 


ith the Greatest Gains Jn Jts History 





DECEMBER 31, 1941 
Thirty-fourth Annual Statement of the 


SOUTHLAND LIFE INSURANCE COMPANY 


DALLAS, TEXAS 


ADMITTED ASSETS 


Cash in Banks and Office. ... -$ 2,530,224.30 





First Mortgage Loans.............. 8,251,183.89 
EE Sn eee er ae 184,729.45 
Policy Loans and Premium Notes secured by. Legal 
ROSCWVE: = 6cive nk cesses eg ee eee 8,855,304.98 
U. S. Government Bonds Sag. “$4, 054,990.43 
Texas Municipal Bonds............. 1,759,093.25 
Industrial and Miscellaneous Bonds... ... 1,697,167.90 7,511,251.58 
es ei ihe ie tnd dou oi Nae RR aero 162,100.64 
Premiums Deferred and in Course of Collection 1,159,517.43 
Real Estate, including Home Office Building... ... 6,481 ,076.07 
Balance due on Properties sold under contract 33,048.37 
Interest and Rents Due and Accrued Nace 194,364.31 
NN io i es ek EW See ES 9,230.66 
NN 262 oe oe wea tie ee ee $35,372,031 .68 


LIABILITIES AND SURPLUS 
opal Resse en PURE. ....... 2. -- 20 ee ese! $32,508,321.00 


Reserve for Installment Death and Disability Claims. . 756,053.00 
Death and Disability Claims Reported, no proofs received 127,659.00 
Premiums, Interest and Rents Paid in Advance........ 311,355.61 
Estimated Amount Due for Taxes payable in 1942... .. 61,896.52 
Policy Dividends held at interest or payable in 1942... 53,971.96 
Accrued Expenses and Commissions... .... a 33,210.98 
Reserve for Other Liabilities.................. 36,950.75 
Contingency Reserve .................. $ 482, 612.86 
Capital Stock and Unassigned Funds.... 1,000,000.00 1,482,612.86 
Ree ae eer eek er $35,372,031 .68 


Insurance in Force, $189,313,431.00 
Total Paid Policyholders and Beneficiaries Since 
Organization, $40,401,716.00 


For Information Concerning Agency Contracts, address 
JOE WOODWARD, Vice-President and Agency Director 






INSURANCE CO. 


A. MORGAN DUKE, President 


DALLAS 
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Max Goldsmith, $30,000,000 
Producer in 40 Years, N. Y., 
Honored by Equitable 


NEW YORK—Max Goldsmith of the 
J. V. Davis agency of Equitable Soci- 
ety in New York, was the guest of honor 
at a luncheon given by Mr. Davis, on 
his 40th anniversary in the business. 
In each of the 40 years he has qualified 
for an Equitable production club and 
he has placed more than $30,000,000 of 
insurance in conjunction with his part- 
ner, J. D. Freund. His most remark- 
able achievement was the sale and deliv- 
ery of 297 individual policies totaling 
more than $1,500,000 during March, 1925. 
In the entire year of 1925 he wrote or- 
dinary policies on 360 lives for a total 
of $1,828,576 paid for business with 
premiums of $78,099. He followed with 
$1,348,000 in 1926 and $1,004,000 in 1927 
and his production has passed the half- 
million and three-quarter million mark 
many times. 

Now, at the age of 70, he is planning 
to insure 100 in the 40 business days 
from Feb. 19 to April 16. 

In tribute to Mr. Goldsmith, the 
other members of the Davis agency 
have accepted a quota of one policy 
for each year of service, with a minimum 


quota of eight applications, in the pe- 
riod he has set. 

Tributes were paid Mr. Goldsmith by 
home office men. A pen and pencil set 
was presented to him in behalf of his 
associates by Moe Greenberg. Second 
Vice-president A. G. Borden presented a 
service pin. 

Others representing the home office 
included: W. B. Parsons and W. G. 
Schelker, vice-presidents, A. H. Reddall, 
assistant secretary; J. R. Boldt, super- 
intendent group department; E. J. Mor- 
ris, superintendent of policy claims and 
R. M. Daley, medical director. 

J. D. Freund, Mr. Goldsmith’s part- 
ner, who paid for $1,005,872 on 74 lives 
producing $30,000 premiums first year in 
business in 1926; also paid tribute to Mr. 
Goldsmith. 





Honor Buffalo 50 Year Man 


George B. Graham, special agent, com- 
pleted 50 years service with North- 
western Mutual in Buffalo and was hon- 
ored by his associates at a dinner. He 
started as an assistant cashier at Buffalo. 

Mr. Graham estimates he has settled 
more than $1,575,000 in death claims 
under policies he wrote. C. D. Cowles, 
Jr., toastmaster, presented Mr. Graham 
a gift. Peter T. Allen, general agent, 
spoke. 


New Agency Head 
of Reserve Loan Life 





President W. T. O’Donohue of Re- 
serve Loan Life of Texas announces 
the appointment of 
George E. Pass- 
more as_ superin- 
tendent of agencies. 

For the past 
three years Mr. 
Passmore has been 
in Richmond, Va., 
as supervisor for 
Atlantic Life and 
for 14 years previ- 
ous to that he was 
with Jefferson 
Standard Life of 
Greensboro, North: 
Carolina, in various 
office and supervis- 
ing capacities. 

He is thus excellently prepared for 
his new responsibilities with the Texas 
institution. 





Geo, E, Passmore 





J. Elliott Hall, Newark general agent 
of Penn Mutual Life, who 1s celebrating 
his 40th anniversary in life insurance, 
will have no birthday to observe this 
year, as he was born Feb. 29, 1885. 
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McKnight Heads Holmes 
Agency of Conn. General 


Earle B. McKnight has been appointed 
manager of the Philip B. Holmes 
Agency of Connecticut General Life, 
New York City. 

Mr. McKnight was engaged in the 
banking and investment business until 
1934 when he joined Connecticut Gen- 
eral. He has been in both personal pro- 
duction and management work. In June 
1941 he was apointed acting manager 
when Philip B. Holmes, a lieutenant in 
the navy, entered active service. 

Announcement of Mr. McKnight’s ap- 
pointment was made at a luncheon meet- 
ing attended by members of the agency, 
F. H. Haviland, vice-president, and 
George C. Capen, superin- 
tendent of agencies. 


assistant 





Watt Dallas Division Manager 


Charles M. Watt has been appointed 
division manager of Retail Credit Com- 
pany with headquarters in Dallas. He 
has supervision over Mississippi, Arkan- 
sas, Louisiana, Texas and New Mexico. 
He has been with the company about 
18 years, and previously was assistant 
operating manager in the home office at 
Atlanta. 


ANNUAL STATEMENT 


Commonwealth Life Insurance Company 
DECEMBER 31, 1941 





RESOURCES 

We ie scxameamee eet 3.1% $ 758,477.37 
U. S. Government Bonds........ 42.1%  10,418,199.63 
State and Municipal Bonds...... 2.6% 644,857.89 
Public Utility Bonds............ 5.7%  1,421,637.24 
Railroad Bonds ................ 3.4% 828,288.54 
Real Estate 1st Mortgage Bonds.. 0.2% 50,500.00 
eee 0.5% 121,364.00 
First Mortgage Loans: 

ne 0.1% 35,377.77 

ee BO no ccavsenvescwees 25.1%  —6,206,350.53 
Real Estate Sold Under Contract. 0.1% 14,701.68 
Other Real Estate.............. 0.6% 154,757.23 
Home Office Building........... 1.6% 403,565.66 
Cg ee 12.29 3,031,085.42 
Premiums Due and Deferred..... 2.2% 530,300.06 
Accrued Interest & Other Assets. 0.5% 134,088.48 

Total ..... cs ccvcccncaccecces 100% $24,753,551.50 


LIABILITIES 

Hemerve cm FieO ss. oc cc cies $21,373,367.73 
Reserve on Pending Claims............. 57,359.22 
Present Value of Claims Payable in 

ND Score iteneneeswatusee 271,630.29 
Dividends Left to Accumulate.......... 29,016.91 
Premiums, Interest Paid in Advance... .. 144,066.79 
Reserve for Accrued Taxes............. 85,390.29 
PO 19,325.71 
i arr re $1,500,000.00 
eee eee ee 1,273,394.56 
Surplus to Policyholders \_ 

\ \ 
2,773,394.56 


Total 





Sy ae $24.753,551.50 


INSURANCE IN FORCE—$183,707,440.00 


Commonwealth Life Insurance Co. 


MORTON BOYD, President 
Home Office, Louisville, Kentucky 
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Wanes & Seiten 
Statement Is 
Highly Humanized 


Western & Southern Life continues, 
for the second year, to take the formal- 
ity out of its annual statement and make 
it a graphic document. 

The statement consists of a pictorial 
eight-page folder, done in four-color 
lithography. 

The theme idea is likened to a school 
report card of a scholar who regularly 
turns in “A’s” in every subject. 

Originator of the statement is Charles 
M. Williams, executive vice-president of 
Western & Southern, who insisted that 
a statement of human interest be de- 
signed. 

Last year W estern & Southern was 
depicted as a “wall of protection” 
around a_ small city known as Amer- 
icaville. Each block in the wall repre- 
sented a certain kind of asset. 

This year the company has taken the 
policy holder behind the “wall of protec- 
tion” on a visit to a typical school. 
There, children are shown piling out of 
buses, running and playing about the 
yard. Beyond the school stretch farm 
lands, and homes in the valley. 

Western & Southern, typified asa col- 
lege student in cap and gown, is “pro- 


moted . .. to 1942 with the following 
honors.” The “honors” are the com- 
pany’s increased assets, pictured and 


listed with pencil and slate. 

Preferred stocks are brought to life 
with a scene of factories and smoke 
stacks puffing; ground rents are repre- 
sented by slate outlines of suburban 
houses; a drawing illustrates first mort- 
gage loans on farm property. 

In simple detail on the next page, type 
is used without illustration to list, total, 
and balance the assets and liabilities. 

A “streamer” across the bottom of the 
center spread carries this slogan, the 
suggestion of C. F. Williams, Western 
& Southern’s president: “Insure Amer- 
ica’s Victory ... Buy Defense Stamps 
and Bonds.” 

The back cover carries a statement of 
the policy of Western & Southern Life 
signed by both C. F. Williams and C. 
M. Williams. 

The dramatized statements will be used 
as enclosures in envelopes carrying pre- 
mium notices and as promotion pieces. 





Attorney Reviews Federal 
Taxes on Life Insurance 


Whether the taxpayer may rely on the 
premium payment test as now set forth 
in the treasury regulations covering fed- 
eral taxation of life insurance proceeds 
is subject to some doubt, Paul F. Millett, 
attorney, told members of the Life In- 
surance Lawyers Club of Chicago at 
a meeting there. 

For example, he said, an insured pur- 
chased a 20 payment life insurance pol- 
icy in 1920. Today he absolutely assigns 
the policy to his wife. It would appear 
that not only did the insured make a 
gift that would be taxable if in excess 
of his exemption and exclusion, but the 
proceeds would be taxable in his estate. 
This is in accordance with a letter from 
Deputy Commissioner Bliss of the in- 
ternal revenue department. This makes 
a life insurance policy somewhat of a 
property right, which is not transferable 
for tax purposes. 

The confusion as to whether the test 
shall be premium payment or incidents 
of ownership eventually will be decided 
by the supreme court. In the meantime, 
what may the taxpayer rely upon? Mr. 
Millett asked. 

He suggested that the best procedure 
would be to have the insurance qualify 
on both grounds, premium payments and 
incidents of ownership. This works a 
hardship on the taxpayers whose insur- 
ance is now several years old, in that 
if T. D. 5032 is sustained, it would take 
several more years of premium pay- 
ments by the beneficiary out of his 
funds subsequent to an absolute trans- 
fer to establish a 50-50 taxable position. 

Mr. Millett said he hoped that the 
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lament ‘Yield Was Vital 
Issue in 1893, Report of 
Shareholders Parley Shows 


Great-West Life of Winnipeg, which 
this year is marking its 50th anniversary 
in the business, has reproduced an in- 
teresting historical document, the report 
of the annual general meeting of share- 
holders at which the record for 1893 was 
reviewed. Great-West Life commenced 
business on Aug. 18, 1892. At the end 
of 1893, it had insurance in force of 
$2,268,000 and assets of $140,014. Only 
one death loss had been suffered by 
that time, it being for $1,000 due to an 
accident. A. McDonald, the president, 
in his remarks, observed that Great- 
West Life was then the only Canadian 
company putting up a 4 percent reserve, 
all the others reserving on a lower 
standard. R. T. Riley, chairman of the 
finance committee, spoke enthusiastically 
of the results, saying that there had been 
a great deal of skepticism when the 
company was started. Many business 
men felt that a company with headquar- 
ters in Winnipeg had very little chance 
of success. J. Brock, the general 
manager, had promised that sales during 
the first year would amount to $1,000,- 
000 and that possibility was generally 
scouted. However, at the end of its 
first full year of operation there was in 
force $2,268,000. 

There were read at that meeting ex- 
cerpts from a talk that had been made 
by Frank Sanderson, actuary of Canada 
Life, before the Actuarial Society of 
Edinburgh on the question of interest 
earnings and legal reserves, Mr. San- 
derson remarked that the legal standard 
for valuation of policies in Canada had 
been 4%4 percent and until recently the 
average interest earnings of the Cana- 
dian companies had been such that a 
safe margin had existed between the 
standard rate and the rate earned but 
the decline in the rate to be obtained 
on the best securities had prompted ex- 
ecutives to question whether a change 
to a 4 percent basis would not be pru- 
dent. The average rate of interest ear ned 
by the Canadian companies in 1880 was 
6.71 percent, in 1885, 6.08 percent, and 
in 1890, 5.50 percent. 


ways and means committee in drafting 
the 1942 revenue bill will give some 
thought and consideration to the chaotic 
condition that exists in this particular 
field. 

Mr. Millett said that it is apparently 
impossible to make any sort of transfer 
with strings that will be effective for 
federal estate tax purposes. 

The income tax law as to life insur- 
ance proceeds is in much the same stage 
of flux that exists in the field of federal 
estate tax law. 

Many tax counsellors have reasoned, 
and not without merit, that where in- 
surance is to be transferred from the 
insured to another gratuitously, it would 
be a safer procedure to use an instru- 
ment giving the various incidents of 
ownership than to use an assignment 
which carries with it the inference of a 
valuable consideration. 

Each individual case which arises must 
be carefully examined to see if it falls 
within or without the revenue laws, Mr. 
Millett emphasized. 

Maurice Benson, American Life Con- 
vention, gave a review of current de- 
cisions, and Lewis A. Stebbins, president 
of the club, told a story. 





Eckert and Frey Are Directors 


Walter H. Eckert, of Eckert & 
Peterson, Chicago law firm, general 
counsel of Federal Life for many years, 
and Joseph R. Frey, president Lake 
Shore Trust & Savings Bank, Chicago, 
have been elected directors of the Fed- 
eral. They fill vacancies caused by the 
deaths recently of two old friends of 
Chairman I. M. Hamilton of Federal, 
who had been directors ever since he 
started his company. Senator Hamil- 
ton for about nine years has been 
board chairman of the bank. 


Head New A. & H. Unit 
of Franklin Life 








Ww. M. West A. W. Mason 


W. M. West, who was formerly presi- 
dent of the United Life of Salina, Kan., 
becomes vice-president and general man- 
ager of the accident and health depart- 
ment of Franklin Life of Springfield, Ill., 
and A. W. Mason, who was secretary ot 
United Life, becomes secretary of the 
Franklin Life accident and health de- 
partment. Franklin Life recently rein- 
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Gale F. poem Pitundhas 
Luncheon in St. Louis 


ST. LOUIS—A luncheon in honor of 
Gale F. Johnston, third vice-president 
of Metropolitan Life, was held here 
with Branch Rickey, vice-president St. 
Louis Cardinals Baseball Club, as guest 
chairman. Sponsors were the St. Louis 
Chamber of Commerce, Life Underwrit- 
ers Association of St. Louis, Big Brother 
Organization, United Charities, Boy 
Scouts of America, Postmaster W. R. 
Jackson and the mayors of St. Louis 
and nearby cities. 





Institute “Ad‘ Series 

The national newspaper advertising 
campaign of the Institute of Life Insur- 
ance for 1942 will start Feb. 24. There- 
after ads will appear bi-weekly on Mon- 
days throughout the spring in 275 news- 
papers with a total circulation of more 
than 20,000,000. 

The series will point out the principal 
functions of life insurance and its sery- 
ices to the American people, particu- 
larly in the present war effort. Copy 
will be built around ancient maxims. 





sured United Life. 





BUSINESS..AS UNUSUAL! 


Our 1941 financial statement shows that our life 
insurance in force (total $96,831,919) and our assets 
(total $27,013,397) made the largest gains in our 
entire 94 years... total income ($6,580,686) was 
the highest in our history... surplus and voluntary 
reserve for contingencies increased over 14°% 
total of $955,834 ... expense per thousand dollars 
of life insurance in force decreased ... over 60°% of 
our assets are invested in highest grade government, 
municipal and corporate bonds... new life business 
written during 1941 exceeded 1940 by over 10%. 


With sound, aggressive, agency-minded manage- 
ment and a strong field force the Union Mutual is in a 
good position to forge ahead again this year and is well 


ey ey 


toa 





equipped to meet the period of “business as unusual’ 
which lies ahead. Keep your eye on this company dur- 


ing 1942. You'll see more evidence of the character 
which marks it indelibly as New England born... New 
England raised .. 


UNION MUTUAL | 


LIFE INSURANCE COMPANY | 


PORTLAND MAINE HOME OFFICE 


ROLLAND E. IRISH, President 







. New England managed! 


FOUNDED 1848 





LIFE . we | 
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CHICAGO 


ILL. DEPARTMENT NAMES NOVAK 

Leon M. Novak, Chicago, has been 
appointed deputy in charge of investiga- 
tions in the Chicago office of the Illinois 
department. Mr. Novak, a newspaper 
man and radio commentator, has been 
editor of Polish language newspapers, 
and has been Chicago correspondent for 
Polish newspapers throughout the world. 
He is closely identified with the Polish 
National Alliance of Chicago, fraternal 
benefit society. 


LUNCH FOR TRAVELERS LIFE 


F sistas isdn 








MEN 


Harry Anderson, assistant superin- 
tendent of agencies of Travelers, Hart- 
ford, gave a luncheon last week to life 
department heads of the company’s gen- 
pe agents in Chicago. Represented 
were Fred S. James & Co., Marsh & 
McLennan, Critchell-Miller, Childs & 
Wood, Rockwood Company, Bartholo- 
may & Clarkson, Rollins - Burdick - 
Hunter, and Associated Agencies. In 
addition several attended from the life 
department of the Travelers branch, in- 
cluding Manager B. H. Groves, S. R. 
Plattenburg, cashier; L. M. Sterling, 
claim manager; Dr. L. D. Roberts, med- 
ical examiner; Ed 'S. Tank, district 
group supervisor; Ralph Booth, statis- 
tician, and Milton F. Jones, assistant su- 
pervisor of agency field service, Hart- 
ford. 





KLEIN AGENCY ENLARGING 


The A. R. Klein agency of Home Life 
of New York in Chicago is enlarging its 
present quarters in One LaSalle street 
about 50 percent and has taken a five- 
vear lease. This will make room for a 
large agency room, additional private of- 
fices and a larger reception and general 
office room. New furniture is to be in- 
stalled. The agency finished eighth 
countrywide in January and was 18th 
last year. It was started three years 
ago by Mr. Klein from scratch. 





APPLEGREN REVISES WORK 


George Applegren is discontinuing, 
effective April 1, the representation of 
the New York “Journal of Commerce” 
as news correspondent in Chicago and 
is also discontinuing his correspond- 
ence work for other insurance publica- 
tions. He will devote his entire atten- 
tion to publicity work for the Illinois 
insurance department and other insur- 
ance accounts. 





VERMILLION AGENCY TO MOVE 

The Gifford T. Vermillion agency of 
Mutual Life of New York in Chicago 
will move May 1 to new quarters on the 
1ith floor of 120 South LaSalle street 
where a much more efficient office 
arrangement is planned. The office 
will occupy practically the entire La- 
Salle street side, and extend along 
Monroe street and the light well. 

It is planned to have much new 
equipment. Mr. Vermillion’s private 
office will be in the LaSalle-Monroe 
corner with the general office and cler- 
ical force to his west, and his assistants 
and leading producers in private offices 
along the LaSalle street side. All of- 
fices will be fully enclosed, but will 
have small reception spaces with bank- 
ers screen partitions. The suite number 
will be 120. Across the hall will be a 
large agency room, with rostrum and 
20 desks. This will be used for agency 
meetings. Next to it will be a room for 
new agents in training. 





Zimmerman Finds Agents’ 
Job Important in Defense 





(CONTINUED FROM PAGE 3) 


surance to the economic life of the coun- 
try is well recognized; agents and com- 
Panies have talked about the large 
amount of insurance in force, the huge 
assets, number of policyholders and 
benefits paid, so that people know this 
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story well. However, another contribu- 
tion which has been greatly overlooked 
is that to the political structure and the 
social life. Life agents have stressed the 
security angle too much, he said, and 
have overlooked that there are two ways 
to have security. One is that which is 
given or promised by the state, such as 
in Germany, Russia and Japan. 


Freedom More Important 


Whenever security is given by the 
state, any degree of freedom or liberty 
must be given up. The other method is 
by personal initiative, thrift and indi- 
vidual effort. Along with this go free- 
dom and liberty. The relative importance 
of security or liberty, he said, is quickly 
apparent from the history of our pio- 
neers who forsook security elsewhere to 
attain freedom in this country. 

So long as the United States was pri- 
marily an agricultural nation security 
was not a pressing problem, Mr. Zim- 
merman said. A great deal of security 
can be found by living close to the earth. 
But with the development of the ma- 
chine age and urbanization, the situation 
is different. Life insurance was evolved 
in answer to that problem and it is one 
of the finest modern social instruments. 

It also has contributed much to the 
progress of civilization. He quoted the 
statement of Lord Halifax that if the 
roots of civilization and ideals of liberty 
can be kept alive someday the flowers 
will bloom again, but if the roots are 
permitted to die, there can be no hope. 
Life insurance, Mr. Zimmerman said, 
keeps alive these roots because it is 
founded in the inviolable dignity and 
human rights of the individual. 

J. R. Francis, manager of Metro- 
politan, spoke on persuading the pros- 
pect to talk. Samuel Miller of Metro- 
politan presided. 


Records Are Broken in 
Many 1941 Statements 





(CONTINUED FROM PAGE 2 

The management is doing research 
and placing much emphasis on_ its 
agency organization, and further special 
effort is being made on retention of 
business with a view to averting the 
lost motion resulting from lapsed poli- 
cies. 

Assets increased $2,137,494 during 
1941, and excess earnings swelled the 
surplus to policyholders to a total of 
$2,773,395, the highest figure ever re- 
ported. 


INDIANAPOLIS LIFE 


Assets of Indianapolis Life increased 
during 1941, by $2,366,623 and now 
tctal $28,511,374. Surplus increased 
$155,290 to $1,818,726. Interest yield on 
assets was 3.79 percent. Insurance in 
force is $120,544,398, increase $5,776,- 
494. The company has paid $26,045,- 
262 to policyholders and beneficiaries 
since its organization in 1905. During 
1941, $1,138,970 was paid to living 
policyholders and $656,748 to benefici- 
aries. 





Emmet May Official 
of Labor Mutual Life 


Emmet C. May, former president of 
the old Peoria Life who later organized 
the Savings Mutual Casualty of Peoria, 
is now located in Chicago, being assist- 
ant secretary of the Labor Mutual Life 
at 202 South State street. This com- 
pany insures elevator men. There are 
4,000 elevator operators in Chicago. At 
one time it had a group policy and then 
the Labor Mutual Life was organized 
and out of the dues the premiums are 
paid. Each man has $900 insurance with 
double indemnity benefit. Mr. May is 
also engaged in mortgage and outside 
insurance. His son, Walter E. May, 
who was formerly vice-president of the 
Peoria Life, is now connected with the 
loan department of the Provident Mu- 
tual Life in Chicago. 
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LIFE INSURANCE 
IS 


CONSERVATION 


Conservation .. . a word 
very much in the news 
nowadays is not new 
to the business of Life 
Insurance. 


For Life Insurance 1s Con- 
servation... putting away 
some of today’s earnings 
for protection against the 
uncertainties of tomorrow. 


Life Insurance, which helps 
men build individual de- 
fense, now joins up ‘for the 
duration” and contributes 
vitally to the national de- 
fense with the investment 
of billions of dollars in 
Government securities to 
buy more planes and tanks 
and guns. 
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An Inequitable Tax Situation 


As the date for filing federal income 
tax returns rolls around it calls 
to mind the confusing situation that pre- 
vails regarding the taxable status of 
installment payments under optional 
modes of settlement other than the in- 
terest-only basis. In some parts of the 
country these installment payments are 
considered to be entirely exempt as be- 
ing proceeds of a policy payable by rea- 
son of the death of the insured. In 
other areas, however, the internal reve- 
nue bureau’s formula must be applied, 
which is designed to tax the portion of 
each installment representing interest. 

This situation is due to a conflict be- 
tween the federal district courts in some 
sections of the country and the federal 
circuit courts of appeals in New York 
and Boston which cover the northeast- 
ern section of the country. Under the 
federal judiciary system the decisions of 
a federal circuit court of appeals are 
binding only for its particular circuit. 
The federal district courts in other cir- 
cuits are supposed to regard the de- 
cisions of other federal appeals circuits 
as “persuasive” but not in the least 
binding. 

The result is that a beneficiary in New 
York City or Boston, for example, is in 


again 


a more favored position as regards fed- 
eral income tax than if he were located 
in, say, Wisconsin or Virginia. Unfor- 
tunately the New York or Boston bene- 
ficiary in the more modest income tax 
levels gets no practical advantage from 
his preferred position. Because of the 
conflict of court decisions, the internal 
revenue bureau still insists on the tax- 
payer making out his return on the 
bureau basis. If a taxpayer wants to go 
through the legal formalities and expense 
of getting a refund he is sure of success 
but in most cases the expense would not 
justify the saving. 

The United States Supreme Court, 
which could settle the whole matter, will 
not take jurisdiction unless there is a 
conflict between the decisions of two 
federal appeals circuits. If a Wisconsin 
policyholder, for example, should carry 
the case to the federal circuit appeals 
court in his district and receive an un- 
favorable decision the case could then be 
taken to the United States Supreme 
Court. Because of the inequitable situa- 
tion that now prevails it would in some 
ways be desirable for the case to be set- 
tled once and for all even though the 
decision were adverse to the beneficiary’s 
position. 


Present Worth of Outstanding Policies 


We are favorably impressed by the 
designation in the printed annual state- 
ment of Western Life of the liability 
entry commonly referred to in the trade 
as “policy reserves” as “present worth 
of outstanding policies” with the term 
“legal reserve’ in parenthesis. The 
word “reserve” is one that has a variable 
connotation, and to many it means what 
is left in the sock for movies and luxu- 
ries after the grocery and rent bills have 
been met, Many companies, in their an- 
nual statement publications, are under- 
taking to translate elements of the state- 
ment into expressions understandable to 


the housewife, and some of the paren- 
thetical descriptions of the meaning of 
“policy reserves” are well done. But it 
is worthwhile to search for brief sub- 
stitute terms that will convey the true 
understanding of the nature of the item 
to those not conversant with the insur- 
ance company structure. It is espe- 
cially important that the public appre- 
ciate the real significance of that most 
dominant element on the liability 
of policy reserve. “Present worth of 
outstanding policies” seems to be a 
very fortunate selection for this particu- 
lar item. 


side 


Need of the Spark of Life 


Ir has been interesting in reading the 
history of life companies to analyze the 
causes of their growth and constant 
progress or their remaining from year 
to year in a sort of comatose condition 
or gradually sliding backward. Some 
companies that were becoming moss 
covered took on a new lease of life and 
have gone forward with remarkable suc- 
cess. Others that were in this class are 
plodding along with indifferent success. 


When one delves into the history of 
these companies which were revitalized 
it is generally found that some official 
came in from the outside who was alive, 
had a real vision, was practical and be- 
lieved in putting more vigor into the 
administration especially of the field 
forces. Usually one can find officials of 
plodding companies are older men who 
are satisfied to move slowly along and 
rest on what laurels had been achieved. 





The most er point in reinvigorat- 
ing a life company is the production 
end. 

Often at home offices there has been 
found no one who ever sold life insur- 
ance. The man as agency director had 
little comprehension of the problems of 
the rate book men. Therefore his guid- 
ance was very academic. If he attempted 
to do anything progressive he was held 
down by his associates. There was far 
more interest in the actuarial depart- 
ment in such aera than the pro- 
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duction end. Usually the actuary was a 
man of advanced years who lived very 
largely in the past. 

Sometimes a company needs a general 
overhauling, a new baptism of fire. Its 
vineyards have been neglected. The 
vines are choked with weeds. There has 
been no pruning done. It is a sad and 
melancholy sight to see a company that 
could go forward under proper manage- 
ment standing still or gradually allow- 
ing moss to accumulate and moving 
backward. 








~ PERSONAL SIDE OF THE BUSINESS 





President Charles E. Becker of the 
Franklin Life, acompanied by Mrs. 
Becker, is going on a trip to the Pacific 
Coast to visit Franklin Life offices. On 
their return they will spend some time 
at Phoenix, Ariz. 

Irving F. Hall, president of the State 
Capital Life, Raleigh, N. C., was ap- 
pointed director of the North Carolina 
contract distribution branch of the War 
Production Board. He has been given a 
leave of absence without pay by, his 
company, 


E. J. Faulkner, president of the Wood- 
men companies, has been chosen presi- 
dent of the Lincoln, Neb., community 
chest drive for 1942. 

John R. Hastie, Jr., son of J. R. Has- 
tie, manager in Chicago of Mutual Life 
of New York, has been married to the 
former Gwendolyn Harper. Mr. Hastie, 
Jr., after a wedding trip in Florida, will 
return to his position with the Hebard 
Storage Warehouses. 

A reception and dinner were held in 
Houston Feb. 17 in honor of Jul Bau- 
mann, general agent there of Pacific 
Mutual Life and newly elected trustee 
of the National Association of Life Un- 
derwriters. 

E. O. Burget, president of People’s 
Life of Frankfort, Ind., is vacationing 
in Florida. He made the trip by motor. 

C. R. Clements, president of National 
Life & Accident, is confined to a hospi- 
tal in Nashville but the report is that 
he will soon be able to leave. He and 
Chairman C. A. Craig of National L. & 
A., for the past several years have taken 
a trip to Florida about this season and 
Mr. Craig is waiting for Mr. Clements 
to be able to travel, in order to go to 
Florida again this year. 

F, F. Frisbie, veteran Wichita, Kan., 
superintendent Prudential and national 
committeeman of the Wichita Life Un- 
derwriters Association, is recuperating in 
Wesley Hospital following a major op- 
eration. He became ill while attending 
a company meeting in Kansas City. 

More than 80 business associates of 
Samuel Davis, superintendent of Pru- 
dential’s Hartford No. 1 district, at- 
tended a dinner in his honor, Mr. Davis 
was presented with Class “E” badge of 
the Prudential Old Guard by Louis H. 
Schmidt, assistant secretary, who went 
from Newark accompanied by Orville E. 
Beal, supervisor, and Chauncey Scott, 
division manager. Mr. Davis joined 
Prudential as an agent in New York in 
1917. He was promoted to assistant su- 


perintendent in 1926, and became super- 
intendent in 1932. 

Crawford H. Ellis, president of Pan- 
American Life and chairman of the Na- 
tional Defense Council of Louisiana, will 
address the Southern Safety Conference 
in New Orleans, Feb. 22, on “Defense 
and Safety—Aims and Purposes.” 

Harley W. Duane, Jr., head of the 
home office inspection service of Life 
of Virginia, and Miss Jane E. Massey 
of Richmond were married. 

M. J. Cleary, president Northwestern 
Mutual Life, is chairman of the execu- 
tive committee of a new group formed 
in Milwaukee to operate as a unit of the 
county council of defense to conduct a 
united Community Fund and War Fund 
drive. 

W. Lee Baldwin, president of Secur- 
ity Life & Accident, has been elected 
president of the Mile High chapter of 
the Izaak Walton League of America. 
He has long been identified with sports- 
men’s conservation measures. 

T. W. Appleby, president of Ohio 
National Life, and Gustav May, Cin- 
cinnati general agent of Indemnity of 
North America, Mrs. Appleby and Mrs. 
May, were among 100 special guests of 
President and Mrs. Roosevelt at a 


dinner at the White House Tuesday 
night. This was a prominent part of 
the meeting of the Prisoners-of-War 


committee of the International Y. M. 
C. A. Both Mr. Appleby and Mr. May 
are directors of the Cincinnati Y. M. 
One. e 

Miss Beatrice Jones, president New 
York City Life Underwriters Associa- 
tion, who addressed the Insurance Ex- 
ecutives Distaff Association, composed 
of key women in fire and casualty 


offices in Chicago, and the women’s 
division of the Chicago Life Under- 
writers Association left for De- 


troit where she addressed the Detroit 
Life Underwriters Association. Before 
going to Chicago she was in Oklahoma 
where she addressed the University of 
Oklahoma and received an honorary 
degree. She also addressed the Okla- 
homa sales congress. 

Bush Binley, Arkansas district mana- 
ger Guardian Life of New York, has 
been appointed state commissioner of 
lands. 


The New Jersey Association of Life 
Underwriters will hold its annual sales 
congress in the Berkeley-Carteret Ho- 


tel, Asbury Park, June 5. It will be 
a one-day session. Officers will be 
elected. 








THE 





Editors: F. A. Post, C. D 


OINCINNATI OFFICE—420 §E. Fourth 8&t. 
Tel. Parkway 2140. L. H. Martin, Abner 
Thorp. Jr., and C. C. Crocker, Vice-Presidents. 


NEW YORK OFFICE—123 William 8t., Tel. 
Beekman 38-3958. Editorial Dept.—G. A. Wat- 
son and R. B. Mitchell, Associate Editors. 
Business Dept.—N. V. Paul, Vice-Pres.; J. T. 
Curtin and W. J. Smyth, Resident Managers. 


NATIONAL 


EDITORIAL DEPT.: c M. Cartwright, Editor. 
. Spencer. 


yy Cartwright, 
Associate Editors: D. 


ATLANTA, GA., OFFICE—560 Trust Company 
of Georgia Bldg.. Tel. Walnut 6867. W. M. 
Christensen, Resident Manager. 

BOSTON OFFICE—944 Park Square Bldg., 
Telephone Hubbard 8696. R. BH. Richman, 
Vice-President. 

DALLAS OFFICE—809 Wilson Bldg., Tel. 
Central 7814. Fred B. Humphrey, Resident 
Manager. 


Managing Editor. 
R. Schilling, = Ye, O'Connor, Kenneth Force. 


UNDERWRITER 


Published by THE NATIONAL UNDERWRITER CO., Chicago, Cincinnati, New York. PUBLICATION OFFICE, 175 W. Jackson Blvd., CHICAGO. Telephone Wabash 2704 


BUSINESS DEPT.: John F. Wohlgemuth. President. H. J. Burridge, Vice 
a ag and Secretary. John Z. Herschede, Treasurer. W. A. Scanlon, 
E. Schwartz, Associate Managers. 


News 


. C. Roeding, 0 


DES a? OFFICE—3333 Grand Ave., Tel. 
7-4677. R. J. Chapman, Resident Manager. 


DETROIT OFFICE — 1015 Transportation 
Bldg., Tel. Randolph 3994. A. J. Edwards, 
Resident Manager. 


MINNEAPOLIS OFFICE—500 Northwestera 
Bank Bldg. Tel. Geneva 1200. R. W. Land- 
strom, Resident Manager. 


LIFE INSURANCE EDITION 
PUBLISHED EVERY FRIDAY 





PHILADELPHIA OFFICE—1127-123 8, Broad 
Street. Telephone Pennypacker 3706. BH. H. 
Fredrikson, Resident Manager, 


SAN FRANCISCO OFFICE—507-8-9 Flatiroz 
Bldg., Tel. EXbrook 3054. F. W. Bland, Res. 
Mgr.; Miss A. V. Bowyer, Pacific Coast Editor 


Subscription Price $3.00 a year (Canada $4.00). Single Copies, 15 cents. In Combination with The Nationa] Underwriter Fire and Cuenen. 


$5.60 a year (Canada $7.50). 


Entered as Second-class Matter June 9, 1900, at Post Office at Chicago, Ill., Under Act, March 3, 187 





XUM 





XUM 


February 20, 1942 





LIFE INSURANCE EDITION 





_— 
on 











“No splurging, Henry, we'll buy insurance and defense bonds! 


DEATHS 
Henderson, Former 
Equitable Actuary, Dies 


Robert Henderson, who in 1936 re- 
tired as vice-president and actuary of 
Equitable Society, died at Crown Point, 
NX. Y. He had been with the company 
39 years. Born in Canada, he graduated 
in 1891 from the University of Toronto 
at the head of his class in mathematics. 

After a year as fellow in mathe- 
matics at the university, he entered the 
Canadian insurance department. Five 
years later he joined Equitable. He was 
appointed assistant actuary in 1903, ac- 
tuary in 1911, second vice-president and 
actuary in 1920, and vice-president and 
actuary in 1929. He was a fellow of 
the Institute of Actuaries of Great 
Britain and of the Actuarial Society of 
\merica, serving as president of the 
latter in 1922-1923. He was also a fel- 
low of the Casualty Actuarial Society, 
a member of the American Philosoph- 
ical Society and the American Mathe- 
matical Society and other organizations. 

The author of many scientific and 
mathematical papers and books, he had 
been active in connection with pension 
fund improvements. He was a member 
of an actuarial committee named to ad- 
vise the pension fund commission of 
New York City in reorganizing the 
city's pension plans. Later he acted 
as actuarial adviser to the church pen- 
sion fund of the Episcopal church and 
other pension funds. 





Elmer R, Staudt, Sr., 57, Canton, O., 
general agent Occidental Life, died after 
a long illness. He had been in insurance 
business for 40 years. 

James A. Halsey, 86, special agent in 
the home office general agency in Mil- 
waukee of Northwestern Mutual Life 
for 46 years, died at his home following 
an illness of two weeks. 

Pearce J. Francis, 51, insurance com- 
missioner of Maine since December, 
1940, and before that manager of the 
life department of Travelers in Maine, 
died at his home in Portland following a 
two months illness. Mr. Francis was a 
native of Lynn, Mass. He was a sales- 
man with the General Electric Company 








| Son 


in Massachusetts and Maine, moving to 
Maine in 1916. He joined Travelers in 
Portland in 1922 and remained with the 
company, associated with General Agent 
G. M. Barney, until his appointment as 
commissioner. He also was serving as 
vice-chairman of civilian defense for 
Maine, 

Mrs. Alice St. John, 55, widow of 
Harry D. St. John, secretary and vice- 
president of the old Alamo Life and 
later general agent of Canada Life, died 
in the Nix Hospital in San Antonio. 

W. H. Wheelock, 66, chairman of 
3rown, Wheelock, Harris Stevens, Inc., 
real estate firm, New York, and a direc- 
tor of Home Life and a number of 
companies of the Royal - Liverpool 
groups, died after a long illness. Under 
Mr. Wheelock’s guidance, properties 
were assembled for the Pennsylvania 
and Grand Central station sites, the 
Central Post Office, Waldorf - Astoria, 
Gimbel Brothers, and other important 
New York real estate projects. 

H. A. Hunsaker, 73, one of the found- 
ers of the Colorado Association of Life 
Underwriters and one of the oldest in- 
surance men in Denver in point of serv- 
ice, died there. He had been with Trav- 
elers since 1893. 








Gruendel District Manager 
of Fowler Agency 


George H. Gruendel, who resigned 
recently as agency organizer of the 
Vermillion agency of Mutual Life of 


New York in Chicago, has been ap- 
pointed by E. C. Fowler, general agent 
there of New England Mutual, as dis- 
trict manager. He is starting a new 
district agency from scratch, with 
offices in Room 3326, 105 West Adams 


street, in the same building as the 
Fowler agency. 
Mr. Gruendel has associated with 


him J. T. Vernon, J. M. Tibbetts and 
M. F. Rouse, successful agents, as the 


nucleus of his agency. Mr. Tibbetts 
will operate from Deerfield, Ill., and 


Mr. Rouse from Mundelein. 

Mr. Gruendel, who is an authority on 
pension trusts, has been in the busi- 
ness for seven years, most of that time 
with the Hobart & Oates agency of 
Northwestern Mutual in Chicago. 


IN U. S. WAR SERVICE 


Howard W. Klee, manager of the life 
department of Associated Agencies of 
Chicago and son of the late Nathan 
Klee, who was senior partner of Associated 
Agencies, is now stationed with the 2nd 
communication squadron, Patterson 
Field, Fairfield, O. His brother, Ken- 
neth Klee, formerly with Home of New 
York, in Chicago, is now with Asso- 
ciated Agencies learning the business. 
Hugh Wolff, of the same office has en- 
tered the service and is presently with 
the 1024th observation squadron, Fort 
Leavenworth, Kan. His father is Allan 
I. Wolff of Associated Agencies and 
former president of the National Asso- 
ciation of Insurance Agents. 

Sidney W. Souers, former vice-presi- 
dent and a director of the General Amer- 
ican Life, has been named intelligence 
officer for the Sixth Naval District, with 
headquarters in Charleston, S. C. He 
formerly was assistant intelligence ofh- 
cer for the Ninth Naval District, Chi- 
cago. 

A number of St. Louis life underwri- 
ters have joined the armed forces, in- 
cluding F. J. Curotto, J. W. Stark and 
W. E. Reid from the New England Mu- 
tual Life’s agency. Eugene Cantrill, 
State Mutual Life, is taking an officers 





training course in Oregon and Duward 
Young from the same agency is with 
the Royal Canadian Air Force in Can- 
ada. From the Gravois district of Met- 
ropolitan Life, Sergeant Henry Buhr is 
in California, while Columbian National 
Life has contributed N. M. Hunthausen, 
who is athletic director at Jefferson Bar- 
racks, south of St. Louis. , 


Gulf Life reports that eight from the 
home office and 25 from the field have 
been called to army service. 

E. F. White, Jr., son of General Agent 
E, F. White of the Connecticut Mutual 
Life at Dallas, who was a former mem- 
ber of the agency, was serving as an 
ensign aboard the naval oil tanker 
“Neches” at Pearl Harbor, Hawaiian 
Islands. The ship was torpedoed and 
sunk with a loss of 56 members of the 
crew. Ensign White was one of the 
survivors. 

Since the Pearl Harbor disaster En- 
sign White has been made assistant per- 
sonnel officer of the admiral’s staff. 








The annual meeting. of the Southern 
Round Table of the Life Advertisers 
Association will be held at the Lookout 
Mountain Hotel, Chattanooga, Tenn., 
May 14-15 with Wm. B. Sexton, agency 
secretary of Great Southern Life, pre- 
siding as chairman. 








10 YEARS 


of Continental American Growth 


In Force, Dec. 31, 1941— increase over Dee. 31, 1931........... 32% 
(All U. S. companies for same period—1l4%) 


Assets, Dec. 31, 1941— increase over Dec. 31. 1931............... 109% 
(All U. S. companies for same period—61%) 


Paid to Policyholders & Beneficiaries in 1941—jner. over 





1 55 | agphptey ae enn Hie hehe tors angen Pr emetar COenr mene reer ee 359% 
(All U. S, companies for same period—decr. 2%) 
ANNUAL STATEMENT... DECEMBER 31, 1941 

ASSETS: Bonnps: U. S. GoverNMENT..........$ 5,061,582.59 17% 

CaNnapDIAN GOVERNMENT .... 98,250.03 . 

Srate,CountTy AND Municipat  1,227,829.63 4 

NEN ewan vvecsucscccenal 4,286,729.53 14 

WRATSROER re eo viai ess ieadaaes 750,800.73 3 

ENMGUIGTAR cscs es ec cewiese 66,199.54 ” 
ROMAN MMe Ss x o:0 5 dan nccesadaees $11,491,392.05 38% 

First Mortcaces on City Properties 11,318,994.81 38 

First MortGaGes oN FarMs.......... 107,576.55 - 

Home Orrice Property............. 818,756.38 3 

I Orner Rea Esrare.............00- 294,324.50 1 

PREFERRED AND GUARANTEED STOCKS... 742,700.00 3 

Ce BIGGS i6 occ ceccczccacnces 46,474.50 bas 

Poxicy Liens Wrrntn Tre Reserve... 4,362,384.62 14 

ON OPC eT ECCT RT TIE Terre eT Cee 987,284.81 3 
Cr TS 
*Less than 1% of 1% 
EEABEEITIRS: Vacac Heseave®. oc. oc cccccccccccccececcees 26,483,180.00 
Reservep For Poricy Divipenps, Taxes, Etc. 929,250.17 
CoNTINGENCY RESERVES—INVESTMENTS....... 139,222.38 
—MorraLiTy ........ 350,000.00 
Ra E SAMTERII Gc 5c od nce ca eeaaedes $27,901 ,652.55 

Capirat Srock ..............--$ 637,530.00 
Sle oreo et cc cenncnceesas 1,630,705.67 

ASSETS IN EXCESS OF LIABILITIES.......... 2,268,235.67 
WOWAEL sos cs cdwawcviceccunwoesedseeueeeeeeee 
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Continental American Life 


OPPORTUNITIES are now open in West Virginia, Virginia, Massa- 
chusetts, Connecticut, New York, New Jersey, Pennsylvania, and Ohio 





Company 


A. A. RYDGREN, President 
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_ NEWS OF THE COMPANIES 





Meade and S. D. 
Group Buy Control 
of National Reserve 


TOPEKA—Holmes Meade of To- 
peka and associates have purchased con- 
trol of National Reserve Life of Topeka, 
including the 10 story home office build- 
ing. Mr. Meade has been president 
since shortly after the death of George 

Godfrey Moore, founder. 
Ba O. Chapman, W. J. Harris and S. 
Wilcox, all officers of Policyholders 
atin Life of Sioux Falls, S. D., are 
associated with Mr. Meade in the ‘pur- 
chase but no plan for mer~er or consoli- 
dation is contemplated. 

Control was obtained through pur- 
chase of stock of Mr. and Mrs. A. A. 
McFall. Mrs. McFa' the former Ida 
Hayter, was chairman of the company. 
Mr. Meade remains as president and 
Clayton Kline, Topeka, vice-president. 
Mr. Chapman becomes secretary and 
treasurer, Mr. Harris assistant treasurer 
and actuary. 

Mr. Meade is well known in the fire 
and casualty business as head of the 
Meade Investment Co. 


Union Mutual Names 
New Officers 


Carleton G. Lane and Henry J. South- 
ern, Jr., have been elected second vice- 
—, of Union Mutual Life of Port- 
land, N 

Mr. oe is in charge of statistical re- 
search and investment analysis. He isa 
graduate of Babson Institute at Welles- 
ley, Mass., 


school of 


and was an instructor in that 
joining 


finance before the 





Cc. G. Lane H. J. Southern, Jr. 
Union Mutual investment department in 
1934. He was appointed assistant secre- 
tary in 1936. 

Mr. Southern is a graduate of Furman 
University of Greenville, S. C., and has 
an M. A. degree in actuarial science from 
the University of Michigan. Until 1935 
he was an assistant in the underwriting 
department of Lincoln National Life. 
Then he went with Union Mutual. In 
1936 he was made manager of the under- 
writing department and assistant secre- 
tarv. 


Two Others Are Promoted 


Henry J. Kiefer has been named as- 
sistant secretary and Charles W. South- 
ern assistant actuary. 

Mr. Kiefer is office supervisor and 
manager of the policyholders’ service de- 
partment. He went to the company in 
1935 from Buffalo Mutual Life when the 
latter was reinsured by Union Mutual. 

Charles Southern, like his brother 
Henry, graduated from Furman Univer- 
sity and holds an M. A. degree in actu- 
arial science from the Univ ersity of 
Michigan. He was an assistant in the 
actuarial department of Bankers Life of 
Iowa, before going to Union Mutual in 
1937. He is an associate of the Actu- 
arial Society of America and of the 
American Institute of Actuaries. He will 
take charge of actuarial work in the ac- 
deck and health department in addition 
to assisting in the life department. 


Five Are Advanced 
by John Hancock 
in Home Office 


John Hancock Mutual Life has made 
several home office staff promotions. 

J. W. Messenger and P. N. Eckman 
were elected second vice-presidents. O. 
E. Anderson, superintendent of agents, 
was appointed director of agencies, the 
title that Mr. Messenger formerly held. 


F. W. Campbell becomes assistant ac- 
tuary and Roberts ‘Tunis associate 
counsel. 


Mr. Messenger has had 41 years’ serv- 


ice with John Hancock and Mr. Eck- 
man about 40 years. Mr. Messenger 


began as an agent and rose rapidly to 
assistant manager, home office inspector, 
then supervisor of agencies. In 1920 he 
became assistant superintendent of agen- 
cies and in 1937 superintendent of 
agencies. He was appointed director of 
agencies in 1940. 

Experience of Others 

All Mr. Eckman’s service has been in 
the home office. He began in the indus- 
trial department, and was associated 
with the underwriting department. When 
the group department was established 
in 1924, he was made assistant manager 
and a year ago was appointed manager. 

Mr. Anderson began with John Han- 
cock as an agent in 1921, subsequently 
was assistant district manager, field su- 
pervisor and supervisor of agencies. In 
1933 he became regional district manager 
of greater New York, and from 1937 
until he was called to the home office 
as superintendent of agents in 1940 was 
district manager at New York 1. 

Mr. Campbell has been with the com- 
pany since 1914, except for service dur- 
ing the first world war. He is a grad- 
uate of Dartmouth and has’ been 
mathematician of John Hancock for 
three years. Mr. Tunis is a graduate of 
Harvard Law School and has been as- 
sociated with John Hancock’s law de- 
partment since 1925. He has been assist- 
ant counsel since February, 1941. 


Careers of Those 
Advanced by Aetna 


Nicholas M. DeNezzo, promoted from 
field supervisor in the life agency divi- 
sion of Aetna Life, to assistant superin- 
tendent of agencies, was born in Hart- 
ford in 1891. He attended Morse Busi- 
ness College. He was first employed at 
the Capewell Horsenail Company as as- 





New Manager of Agencies 
Takes His Post 





Charles W. Phillips, the new manager 
of agencies of Atlantic Life, for many 
vears with the At- 
lantic Agency, gen- 
eral agent of At- 
lantic Life for Vir- 
ginia and the Dis- 
trict of Columbia, 
has had much prac- 
tical experience in 
the field. 

He has been con- 
nected with that 
agency since he 
was 18, first as a 
clerk, then after 
four years becom- 
ing head of the 
conservation de- 
partment. In 1929 he was named vice- 
president. He has taken an active part 
in the Life Underwriters Association of 
Richmond, having served in all the prin- 
cipal offices and being president in 1936. 





Cc. W. Phillips 


sistant bookkeeper and joined Aetna at 
the age of 16. He became head of the 
dividend division in 1915 and continued 
in that capacity until 1925 when he 
joined the life agency division as head of 
the conservation unit. In 1930, Mr. De- 
Nezzo was made agency assistant and 
in 1936 supervisor of field service. In 
1938 he was elected field supervisor. 

Earle R. Carter, elected assistant sec- 
retary, was born in Hartford in 1896. 
He joined Aetna in 1913 where he has 
been employed in the life underwriting 
department as an assistant to Vice- 
president William H. Dallas. 

Robert D. Swinehart, promoted to_be 


assistant manager mortgage loan divi- 
sion, was born in 1910 and entered the 
Aetna’s mortgage loan department on 


his graduation from Williams College in 
1932. He became field supervisor and 
afterwards an assistant to Vice-president 
Murray Waters. 


Four State Mutual 
Men Made Officers 


Four members of the home office 
staff of State Mutual Life have been 
elected officers by the board of direc- 


Litsheim and Jason E. 
Stone, Jr., agency supervisors; Freder- 
ick L. Clark, supervisor of titles, and 
Nathan T. Bascom, assistant treasurer. 

Joining State Mutual in St. Paul in 
1935, Mr. Litsheim in his first year 
ple ced fourth in paid lives for the en- 


tors: Garl R. 


nae Seauel Life 
Associate Treasurer 





Vincent F. Lechner, assistant treas- 
urer of Mutual Life, has been appointed 
associate treasurer. 

Mr. Lechner in 
1915 at the age of 
15 joined Mutual 
Life as a messen- 
ger. In 1920 he be- 
came a bookkeeper 
inthe accounting de- 
partment and held 
various positions 
in this department 
until 1940, when he 
became associated 
with the treasurer’s 
department. He was 
v. ». kine appointed assistant 

treasurer in 1941. 

Mr. Lechner is president of the Mu- 
tual Life Association, an employe organ- 
ization. 





company. He had an unbroken 
“44 Club” from the time 
went to the home 
take charge of new 


tire 
record in the 
it began until he 
office in 1938 to 


organization research work. He was 
field assistant and then agency super- 


visor. He retains the latter title. 
Mr. Stone went with State Mutual at 
Pittsburgh in 1927. In 1930 he became 
supervisor there and in 1934 transferred 
to the Chicago Caperton office in the 
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a year later joined 
department as 
becoming an 

supervisor. He worked two 
with the general agents at Se- 
Portland, San Francisco and Los 
Angeles offices, returning to the home 
office in 1938. He spent a year in the 
fire and casualty business before join- 
ing the company. 

Mr. Clark has spent his entire busi- 
ness career in the home office, entering 
the combined title and claim depart- 
partment in 1920. He has since spe- 
cialized in title work. In 1932 he be- 
came assistant manager of titles and in 
May, 1933, took complete charge of that 


same capacity, and 
the home office agency 
field assistant, later 


years 
attle, 


work, becoming supervisor of titles. 
Mr. Bascom has been in the com- 
pany’s treasurer’s department eight 
years as a supervisor of mortgage loans 
and real estate. Previous to 1934 he 
was with Irving Trust Co., New York, 
on loan and trust work, for nearly five 
vears. ‘ 
Home Life 
Advances Three 
Walter M. Merritt, Jr., agency field 


assistant, has been appointed assistant 
manager of the sales planning division of 
Home Life of New York. Paul A. Wal- 
lace of Tulsa, Okla., and Tom F. Beck 
of Chicago were added to the agency 
department staff 

Mr. Merritt has been associated with 
Home Life since his graduation from 
college in 1934. He was a producer in 
the Jackson, Miss., agency, later becom- 
ing supervisor. In 1940 he was appointed 
agency field assistant and spent some 
time in the Washington and Baltimore 
agencies. Under John H. Evans, man- 
ager, Mr. Merritt will aid in the develop- 
ment of the sales planning department, 
which not only is a sales research unit 
but also the training ground for agents 
in management responsibilities. 

Mr. Wallace has been in life insurance 
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New Mutual Life Home 
Office Man Good Producer 





Leland T. Waggoner, who has been 
advanced from district manager in Chat- 
tanooga to agency 
assistant in the 
home office of Mu- 
tual Life of New 
York, will assist in 
directing sales pro- 
motion activities. 

Mr. Waggoner 
has been a steady 
producer for Mu- 
tual Life, and in 
1941 wrote new 
business totaling 
more than $500,000. 
Since June, 1939, he 
has been a member 
of the company’s 
consecutive weekly production club. He 
has frequently qualified for the monthly 
leaders list in both volume and number 
of lives. He qualified for associate mem- 
bership in the company’s National Field 
Club in 1940 and for full membership 
in 1941. 





L. T. Waggoner 


19 years, as personal producer and man- 
ager. He joined Home Life last year in 
the sales planning division. As an agency 
field assistant he will take over special 
assignments assisting general agents in 
the Chicago territory. 

Mr. Beck has been in life insurance 
since 1938. He will return to Chicago 
on special assignment as a member of 
the agency department staff. Mr. Beck 
formerly was a member of the personal 
trust department of the City National 
Bank & Trust Co. of Chicago eight 
years. 


Gabrielson Is Assistant Secretary 


Harold E. Gabrielson was appointed 
assistant secretary and a director at the 
annual policyholders meeting of Guaran- 
tee Mutual Life. Mr. Gabrielson fills 








New Book Rice 
Attention of Life 
Insurance People 


A new book has appeared that will 
be of interest to life insurance people, 
it being “Marketing Life Insurance— 
Its History in America” by Dr. J. O. 
Stalson coming from the Harvard Uni- 
versity press. A research project was 
entered into in the way of a coopera- 


tive undertaking between Harvard 
University and a group of companies 
acting through the Life Insurance 


Sales Research Bureau. Manager Hol- 
combe of the Research Bureau became 
interested in it and he has been the 
leader in getting Harvard and the 
companies together. The latter made a 
substantial contribution to the cost of 
the research work and they provided 
funds for the publication of the final 
manuscript. The contributing compa- 
nies are the Aetna Life, Bankers Life 
of Iowa, Connecticut General, Con- 
necticut Mutual, Fidelity Mutual, John 
Hancock, Massachusetts Mutual, Met- 
ropolitan, Mutual Benefit, National Life 
of Vermont, New England Mutual, 
Northwestern National and Prudential. 
Professor Gras, head of the business 
history department of Harvard Grad- 
uate School of Business Administration, 
took charge in general direction of the 
work for the university. This is a sixth 
volume in a series known as the Har- 
vard Studies in Business History. 


Contents of the Book 


The life insurance book is based on 
a study of company records and many 
Other sources from which information 


was secured about agents, general 
agents and companies. It starts with 
the experience of those companies 
which were formed more than 115 


ago to do _ business without 
agents. It continues with a history of 
those large trust companies which 
sold life insurance through part time 
agents. It then tells a story of how 
modern person to person selling got 
started, the founding of the first mu- 
tual companies in the middle 1840’s and 
finally brings the whole narrative down 
to 1941. There is much information 
here about the recruiting, training, and 
compensation of agents during the last 
hundred years. The author reproduces 
letters from agents, portions of adver- 
tisements, sections from sales booklets, 
and paragraphs from agents’ manuals 
for various periods. 

Insurance men may take some satis- 
faction in the fact that this research 
and writing was done by themselves, 
for a great many companies have co- 
operated in supplying data and the au- 
thor is an experienced life insurance 
man. Dr. Stalson entered the business, 
after years of successful selling and 
sales-management work in other fields, 
as an agent of the Penn Mutual in Chi- 
cago under A. E. Patterson. After 
spending five years working as an 
agent of the Penn Mutual and as a su- 
pervisor, assistant manager, and gen- 
eral agent of the Home Life of New 
York in Chicago, he entered the Har- 
vard Graduate School of Business Ad- 
ministration for the specific purpose of 
carrying out research work of the pres- 
ent kind. 

The book is long, 650 pages, telling 
the history of life insurance selling 
management from 1812 to 1941. There 
are almost 200 pages of invaluable sup- 
plementary material—statistics on sales 
in this country and abroad, the forma- 
tion dates of companies, etc. It is very 
rich in details about recruiting, training 
and compensating agents and general 
agents. The price is $6. 

The book is being sold by THE 
areas UNDERWRITER at its various of- 

ces. 


years 


the unexpired term of the late J. C. But- 
fington, Sr. 


Eight New England Mutual 
Home Office Men Advanced 


BOSTON—Eight promotions in the 
official staff of New England Mutual 
Life are announced. 

George Hoague, counsel since 
has been named general counsel, 
John Barker, Jr., who started in 
and has been attorney since 1938, 
comes counsel. 

S. C. Badger, who started as invest- 
ment analyst in 1940, has been elected 
assistant treasurer. R. S. Willis and S. 
S. Dean, assistant real estate officers, 
become assistant treasurers. 

John Hill, editor of the agency maga- 
zine, “The Log,” since its inception in 
1934, and director of the education di- 
vision, has been named assistant to the 
president. 

Herbert S. Gardner and Chalmers L. 


1939, 
and 
1936 
be- 


Weaver have been named assistant ac- 
tuaries. Mr. Gardner joined the company 
in 1934, and Mr. Weaver in 1933. 





Osler Educational Director 
of Central Life, IIl. 


Robert W. Osler becomes educational 
director of Central Life of Illinois. He 
will assist L. L. Johnson, agency vice- 
president, in certain phases of field work, 
principally training new agents, and also 
will supervise advertising, sales promo- 
tion and public relations. 


Has Had Broad Experience 


Mr. Osler is a graduate of DePauw 
University and did graduate work both 
at Butler University and University of 
Indiana. He taught in the latter institu- 
tion for two years before joining the 
R. & R. staff. Subsequently Mr. Osler 
was advertising manager of Acacia Mu- 
tual Life and more recently was man- 
ager of the contest and prize division 
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TO POLICYOWNERS: 
Life and Annuity Reserves 
Disability and other Reserves 
payable in Installments 


advance of due dates - 
RESERVED FOR: 


Unassigned Surplus -  - 
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Manual fJlalement 


FINANCIAL CONDITION, DECEMBER 31, 1941 


Assets 

CASH - e a a ee - - - - - . - $, 908,125.89 
BONDS: 
United States Government - + +  $1,538,798.4-4, 
Canadian Provinces and Cities + « 500,624.09 | 
States, Counties, and other - 
Municipalities a 2,967,529.54 
Public Utilities . 2,628,323.48 


FIRST MORTGAGE LOANS on Real Estate 


City - - - - 7,501 ,852.17 

Urban (F. H. A) - 603,050.77, 

Farm - - - 418,503.03 8,523,405.97, 
LOANS on Policies oe “, a eee - (2,252,403.71 
CONTRACTS for Deed and 

Unencumbered Real Estate - - a te a 3,393,227.10 
INTEREST due and accrued - 2 © © ; 163,100.19, 
PREMIUMS not yet due and 

Premiums in course of collection - - + « - 316,428.54 


TOTAL ADMITTED ASSETS - - - «= « 


Liabilities ¢ 


Accident and Health Premium Suen ap rete aw 
Death and other Policy Claims Pending - te 8 
Premiums and other payments made in 


Real Estate taxes, State and other taxes 


and fees payable i in 1942 - $ 105,214.05 
Other unclassified items - - 75,442.74 180,656.79 
TOTAL OBLIGATIONS - «+ - -+ = «+ $22,197,615.90, 


Additional Protection 


Reserved for Fluctuation in Assets . - 


ACCIDENT | ° 


JZInd x * 


431,080.51 


762,565.47 _8,828,921.53) 


.$24,385,612.93) 
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.238,822.57/ 
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of Dartnell Corporation in Chicago, 
which post he resigned to join Central 
Life. 





J. A. Yates Actuary for 
Conn. Bank Cover Setup 


J. Arnold Yates, who for the past 14 
vears has been connected with Travelers 
in the actuarial department, has been 
appointed actuary for the Connecticut 
Savings Bank Life Insurance Fund. He 
has been with Travelers ever since grad- 
uating from Brown University in 1927. 


Dr. Irving and Dr. Brandon 


Advanced by Aetna Life 
HARTFORD—Dr. J. Grant Irving, 


assistant medical director of Aetna Life, 
has been promoted to associate medical 
director, and Dr. Kenneth F. Brandon 
has been elected assistant medical di- 
rector. 

Dr. Irving joined Aetna in 1935 from 
the New York Post-Graduate Hospital. 
He had previously been house surgeon 
at the Warwickshire Hospital in Cov- 
entry, Eng. He was graduated from the 
school of medicine, University of Tor- 
onto, in 1932, and after serving as house 
physician at the Toronto General Hos- 
pital, studied medicine and surgery at 
the Edinburgh Royal Infirmary. He is 
a fellow of the Royal College of Sur- 
geons in Edinburgh. 

Dr. Brandon joined Aetna in 1939. He 
was born in Toronto, and was gradu- 
ated from the University of Toronto 
medical school in 1932. After serving 
as house physician at the Toronto Gen- 
eral Hospital he did post- -graduate work 
at the School of Hygiene in Toronto. 
He later served as Epidemiologist and 
assistant health officer of Vancouver. He 
is a member of the cancer study com- 
mittee of the British Columbia Medical 
Association, 








Changes in United Services Life 


Merritt B. Curtis was recently elected 
president of United Services Life of 
Washington, D. C., taking the place of 
S. H. Emerson. Mr, Emerson was 
elected a director by the stockholders 
at their 1941 meeting and he remains 
on the board. The other directors are 
L. C. Fairbank and E. H. deSaussure, 
U. S. Army; John Downes, U. S. Navy; 
W. T. Stromberg, U. S. Coast Guard; 
M. B. Curtis, U. S. Marine Corps; O. 
R. Leverett, who is secretary-treasurer 
of the company. 

L. M. Bauman, formerly comptroller, 
has now been made assistant secretary. 
C. A. Lovejoy is the new comptroller; 
Mildred O. Stickler is assistant secre- 
tary, and M. H. Bieser, cashier. 





Stage 30th Anniversary Drive 


Organized in March, 1912, Pan- 
American Life celebrates its 30th birth- 
day on March 28. A “Victory” cam- 
paign will be held during March in 
honor of President Crawford H. Ellis, 
who has been the company’s chief ex- 
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ecutive since it was founded. Field 
men are urged to “enlist your prospects, 
organize their defenses, protect their 
homes.” All participating field men 
will win shares of freedom, defense 
bonds and stamps. 

Horace H. Fleming has been ap- 


pointed as district manager for the Pan- 
American Life in Mobile, Ala. Mr. 
Fleming has made a splendid production 
record since entering life insurance in 
1934. He became associated with the 
Pan-American in September, 1938, and 
his promotion to district manager fol- 
lows as a result of his accomplishments 
during the past three years. He is 
active in fraternal and church organiza- 
tions in his city. 





Meyer Field Superintendent 


R. E. Meyer, district agent at Shaw- 
ano, Wis., of Old Line Life of America, 
has been appointed field superintendent, 
He will make his headquarters in Mil- 
waukee and devote his time to training 
and organization work. 

He has represented Old Line Life 
since his graduation from Whitewater 
Normal four years ago and is the third 
son of District Manager W. A. Meyer 
to become associated with the company. 





Universal, Can., Advances Officers 

Universal Life of Winnipeg has 
elected Senator John T. Haig, K. C., to 
succeed the late S. C. Tweed as presi- 
dent of the company. 

Dr. W. H. G. Gibbs 
Haig as vice-president. 

E. W. Voelker, treasurer of the com- 
pany, was appointed acting manager, 
and Frank L. Ernst, secretary, was ap- 
pointed acting superintendent of agen- 
cies. 


succeeds Mr. 





Victory Club Is Organized 


American United Life has announced 
formation of the “Victory Club” with 
membership awards to consist of defense 
bonds. Each agent will receive a $25 
bond upon qualifying for the club and 
additional bonds of like denomination 
as earned in lieu of paid-for business. 
Monthly sales contests held throughout 
the year will have as awards defense 
stamps and bonds. 


NEWS BRIEFS 


North American Life Association of 
Richmond has changed its name to 
North American Life Insurance Com- 
pany. Forest H. Richards is president. 

Cecil Sims, Nashville attorney, has 
been elected a director of National — 
& Accident, succeeding the late Ed. ’ 
Seay. 

Herman Bischof, treasurer and audi- 
tor of the Provident Life of North Da- 
kota, has been elected director. He has 
been a member of the Provident organi- 
zation since 1928. In 1929 he was 
elected auditor and in 1935, treasurer 
and auditor. 








Subeeribe to Accident & Health Review, 
$2. 175 W. Jackson Blvd., Chicago. 
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GENERAL AGENT 
WANTED IN DAYTON, OHIO 


Dayton is one of the most prosperous cities in Ohio. 


A well-known Life Insurance Company, with its Home Office 
in the Midwest, wants a General Agent in Dayton, Ohio. 


To the man who qualifies the Company will offer a General 
Agent’s contract with liberal commissions, financial assistance, 
and Home Office helps that qualify salesmen to produce new 


For information write in confidence to 


Box No. P-20, 

The National Underwriter, 
175 W. Jackson Blvd., 
Chicago, IIl. 
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1. PAYMASTER 


To family—$400 immediate cash; $75.00 per 
mo. for 1 yr. and $100 Ist yr. Xmas check. 
Also attractive benefits to insured at 65. 


2. PAYMASTER SENIOR 


To family—$400 immediate cash; $75 per 
mo. for 2 yrs. and $100 Ist and 2nd yr. Xmas 
check. Also attractive benefits to insured 
at 65. 


ALTERNATE: For the Insured — All of the above plans also offer attractive benefits for the insured at 65. 


HOW THEY INCREASE AVERAGE SALES 


WIN MORE SALES WITH 


This ACE Hand! 


“Sales-Winners” 





Here’s four of the best 


3. PAYMASTER SPECIAL 


insured at 65. 


4. PAYMASTER GENERAL 


insured at 65. 


more prospects; and “open the door” 
other forms. Write for copies--no obligation. 


What they, offer your Client! 










you've ever had brought to your attention. 
Insurance benefits put up in easy to under- 
stand—easy to present form. A new way 
to sell! Actually INSURANCE PACKAGES 
containing just what most people want! 
And easy for them to see what they are 
getting! With a different size “package” for 
any size pocketbook these plans show you 
a proved way to boost your earnings... 
a way to increase your average sale; close 


to 


To family—$500 immediate cash; $75 per 
mo. for 3 yrs. and $100 Ist, 2nd, and 3rd yr. 
Xmas check. Also attractive benefits to the 


To family—$1000 immediate cash; $100 per 
mo. for 3 yrs. and $100 Ist, 2nd, and 3rd yr. 
Xmas check. Also attractive benefits to the 


Since offering the PAYMASTER series agents have increased the size of their average sale by 24% 


White Jor samples of these Sales-Mahers! 
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Latest Policy Changes 


The National Underwriter is the only weekly insurance newspaper 
providing its readers with important last minute policy and dividend 
changes. Compiled by John H. Rader, National Underwriter statistician, 
these weekly reports supplement the data contained in the Little Gem, 
published in March at $2.50 a copy, and the Unique Manual-Digest, 


published in May at $5 a copy. 





New 3% Basis Rates for Bankers, Neb.. 


3ankers Life 


Bankers Life, Neb. 





of Nebraska is 


changing to a Minimum Policy $2,500 


PREMIUM RATES PER $1,000 eigenen 3 | Retirement Income 


mer. Exp. 3% Non-Participating 












































‘ = *Monthly 
3 percent re b (a) (a) Cash Income 
serve basis on _ 20 En- (t+ Fam. End. End. (b) — (b) Value Per $1,000 
April 1 This Ordi- Pay- dow- Eco- Inc. An- An- 5 10 Proceeds _ 
2 ae ba Age nary ment ment no- 20 = nuity nuity Year Year 10 Years 
page from the Life Life Age mizer Year 65 65 Term Term End. $100 Certain 
Little Gem 65 Rider Male Fe- yo yim. Att. 
5 ee a ‘ear Prem. Age Male 
: ire he art 10 11.85 POAC IKAT cccce acess, LRSO) LEO . ccs i 1 54.50 4.79 
shows the new 2.95 21.93 15.32 weeee aeeee 18.38 20.12 ..... 8.4 2 150 51 4.88 
: 16 13.20 7.68 851 3 248 52 4.97 
rates. Cash 17 13.49 778 857 4 349 53 5.07 
: ees . 13.82 7.89 8.62 5 451 54 5.18 
values will be 19 14.17 7.99 868 6 556 55 25.28 
based on the 20 14.53 8.09 8.74 7 662 56 5.39) 
American ex- 22 13.24 825 887 9 S81 36 BOS 
ee > 23 «15.63 8.30 8.95 10 994 59 5.75 
perience table 24 16.03 8.35 9.03 11 1,110 60 5.88 
of mortality 25 16.46 8.39 9.12 12 1/227 61 6.01 
4] 16.91 843 921 13 1,347 62 6.14 
poe a pegs 27 17-40 845 931 14 11470 63 6.28 
er charge i 8.49 942 15 1,594 64 6.42 
: 29 «18.44 853 9.54 16 1,722 65 6.57 
during the " ‘ i me 
=e —— 30 19.00 29.15 24.55 56.14 5.95 30.89 34.08 8.58 9.68 17 1, 
first 19 policy 31 19.56 29.74 25.48 58.21 6.14 32.18 35.52 864 9.91 18 1's 
years. Same 32 .15 30. 3.48 60.46 6.37 : : :74 10.16 19 2° 
é . > au 
values will ap- 34 71 65:5 j im ae a! 
ply to both = 9.94 68.47 9.4 ea 3 
the participat- 37 183 69. 9. 193 24 2! 
Se e 38 : ‘85 34.5 43 8, 3 Y 45 25 2:5 
ing ~_ se 39 25.59 35.72 36.03 71.31 9.18 46.63 51.64 10.35 13.01 26 3, 
ar ticipating 
ie S8 P 8 40 26.57 36.64 37.5 9.80 49.20 54.51 10.75 13.63 27 3,3 53 4.61 
policies. a 27.59 37.57 39.92 é 10.49 51.98 57.61 11.20 14.32 28 3, 54 4.70 
Re 28.65 3 2.09 74.85 11.26 55.01 60.99 11.71 15.09 29 3/627 55 4.79 
Settlement 43 29.79 39.5 .32 76.41 12.10 58.11 64.45 12.28 15.96 30 3: 56 «4.88 
options will 44 30.98 40.60 46.93 78.23 13.03 61.74 68.52 12.90 16.80 31 3/966 57 4.97 
anauetes 9 45 32.25 41.72 49.81 80.31 14.06 65.76 73.01 13.61 17.74 32 411 58 «5.07 
g rs 4g 33.57 42.85 52.15 82.74 15.20 69.10 76.76 14.34 18.67 33 4: 59 —s«#5.18 
yercent on th 34.96 44.04 55.56 85.55 16.44 73.92 82.16 15.15 19.71 34 4/501 60 5.28 
BERS at on t Ha 48 36.42 45.28 59.12 88.85 17.81 78.97 87.84 16.05 20.87 35 4/686 61 5.39 
interest only 49 37.98 46.59 63.37 92.72 19.31 85.03 94.63 17.06 22.18 36 4, 52 5.51 
and fixed pe- 50 39.62 47.96 68.19 97.28 20.95 91.91 102.36 37 5,068 63 5.63 
riod options. st 41.36 49.41 73.33 ..... 0... 99.32]110.69 38 5'265 64 5.75 
ar : : 43.19 50.94 79.63 ..... ..... 108.41 120.90 20.8 39 5,466 65 5.88 
L ite income 53 45.14 52.55 85.97 ..... ..... 117.65 131.31 40 5/671 66 6.01 
54 47.20 54.25 94.47 .. 1... ..... 130.01 145.24 23.99 30.93............ 67 «6.14 
options remain 55 49.39 56.06 104.67 ». 143.95 161.00 : 45 6 68 6.28 
unchanged. 56 51.70 57.98 ..... ‘ Bee tt ee XC 
— 57 54.15 60.02 507,957 70 6.57 
Three new MOe TORO ye oh shan ek ee :78 *To obtain monthly in- 
contracts have ss 59.52 64.51 ae RED OSC Hee a ene aie 85 come per $100 annual pre- 
s Dee eTS cecee eoese seeee eeese ceosee ¥Y mium divide cas value at 
be en added . 65 Ene ceusel udee wd eae, can (aadeeor creas attained age by 1000 and 
life expectancy multiply by income per 
feat modified pd or attained age 
4 shown in table above. 
life and _ the cawce DISABILITY RATES (Waiver of Premium) (Male) _ waa 
economizer, 3) és 5g 73. Vaz “10882 BD BOL 
which i 25 81 64 .88 1.77 09 #105 1.12 .30  .30 
ae consists 30 99 .77 108 223 .12 132 144 (30 (33 
of $1,000 of en- 35 1.27 1.02 1.41 2.97 .19 1.75 1.92 .33  .36 
a 40 1.70 1.50 1.94 3.52 .35 246 2.71 (40 45.. 
dowment an 45 237 240 281 441 .74 3.66 4.04 155 .66.... 
nuity at 65, 503.41 (3.61 4.28 6.02 1.49 5.70 632 .90 1.11 g 
plus $30 month- Semi-annual rate 52% of annual; quarterly 26.5%. rie 


ly family in- 
come (20 year, 
or to age 55 if 
earlier), plus 
$500 of term 
insurance dur- 


value if greater. 


months certain. 


ing the family income period for a lump sum benefit. 


issue or age 55; $1,000 lump sum then paid. 
At maturity age 65, $1,479 insurance. 

t$10 monthly income from death to end of 20 years from date of issue. 
(a) $1,000 insurance or cash value if greater. 
Maturity cash value, Male, $1,479; Female, $1,670. 
(b) Convertible 5 year is non-renewable; 10 year is renewable. 
Limits—Minimum participating $1,000, non-par. 
-65; does not accept reinsurance. 


Death after 20 years $1,000 insurance or cash 
At maturity, $10 monthly life income, 100 
$2,500, reinsuring over $25,000. 


Ages 


The rates shown are non- 


participating on the basis of $1,000 face amount. 








Equitable of N. Y. 
Lifts Restrictions 


Equitable Society announces that cer- 
tain temporary policy restrictions had to 
be applied and are now lifted. The joint 
life and joint endowment policies may 
again be written. A special application 
amendment form has been printed for 
use in connection with the application. 
The amendment may be signed by both 
prospective insureds rather than having 
surplus forms signed by each applicant. 

Supplemental protective benefit also is 
now available in all states. No separate 
application amendment form will be re- 
quired in requesting certain benefits. 
However, the amendment form that ac- 
companies the application for the juve- 
nile policy itself should be changed as 
follows: Strike out “Signature of the 
person whose life is proposed for insur- 
ance” and in its place, insert “Signature 
of Applicant.” 





Albert Hirst’s booklet “When a Man 
Dies” should be in the hands of every 
one of your large clients. Four copies $1. 
Order from National Underwriter. 


Changes Made in 
Income Forms 


Massachusetts Mutual has increased 
the cost of immediate annuities to offset 
lower interest earnings. The new rates 
are the same as those used by Travelers 
and Prudential. Massachusetts Mutual 
continues to offer this type of contract 
on the straight life annuity basis or one 
with installment refund. Joint life and 
survivor, immediate survivorship and 
deferred survivorship annuities also are 
continued. 


Lower Cash Values Shown 


For the annual premium retirement 
annuity contract there is no change in 
the income payable from proceeds but 
a reduction in cash value brings about 
a reduced income per $100 of annual 
premium. The table below shows for 
immediate annuities the new incomes 
purchasable with $1,000, and permits the 
reader to calculate the monthly income 
purchasable by $1,000 at any given age 
and maturity date, up to 40 years from 
date of issue, obtainable from the retire- 





HAPPY MEDIUM 


Choosing a life insurance company is like 
choosing a college. Large, medium and 
small, they all offer certain advantages—and 
disadvantages. The wisdom of selection 
rests on which offers the best balance of suc- 
cess opportunities and happiness. 

The medium size company, like the me- 
dium size college, offers the most promising 
opportunity to many. It is large enough to 
carry prestige, small enough to retain the 
common touch with its field. Fidelity is such 
a company. 

Sixty-three years old, operating in thirty-six 
states with more than $382,000,000 of insur- 
ance in force, the Fidelity is widely and favor- 


ably known as a friendly company. 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 











The Price of Liberty Is 


Eternal Vigilance 


This lesson was driven home with painful severity at Pearl 
Harbor. 

Are our freedom, our prosperity, and our security worth pro- 
tecting? Then we must be on guard night and day . . . ready to 
beat off any attack on them. 

That principle is as true for an individual as for a nation. 
Financial insecurity is always lurking . . . always waiting to wreck 
domestic happiness. The life insurance underwriter is fulfilling 
an important duty to society in assisting men and women to 
protect and preserve their financial security. 


Shenandoah Life Insurance Co., Ine. 


Roanoke, Virginia 








A Substantial Agency Growth 


has been the natural result of our fast growing Com- 
pany, and of our Lifetime Increasing Income Plan: 


1. Liberal Ist year, bonus 2nd year commissions. 
2. Lifetime service commissions. 

3. Extra compensation for preferred business. 

4. Liberal Retirement Plan for permanent agents. 
5. 4-phase Educational Program pointing to CLU. 


Address inquiries: 
M. ALLEN ANDERSON, V. P., Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


THEO. P. BEASLEY + PRESIDENT 


ciate as HOME OFFICE 
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ment annuity. The amounts for male N Y k Lif 1942 Di id d S h d ] Di t d 
(M) and female (F) lives are: ew tor 1fe iviaen cneauie vigesie 
Immediate Annuities 
nde Atasde “he > f WNeur . » of ; - 7 Sr ee 2 ey ek : 
a Rane -—Monthly~ -Annually, ., The 1942 dividend schedule of New for some of the higher premiu a forms. with decreases. E ages of these dividends 
Birthday Ins. Ins. York Life shows a decrease in all but The practice of paying 10th, 15th and from the Little Gem Life Chart are 
M. *F. Life Ref. Life Ref. a few instances of the earlier policy years 20th year extra dividends is continued shown below: 
30 $ 2.80 $2.66 $34.12 $32.45 — a : po WE. a, 
35 2.83 36.86 34.51 
“4 302 4026 36.95 ‘New York Life New York Life _ 
41 3.07 41.04 37.48 
42 3°11 41.85 38.04 1942 DIVIDENDS—Per $1,000 ORDINARY LIFE—3% (Continued) | 1942 DIVIDENDS—Per $1,000 MODIFIED ENDOWMENT Age 85—3°, 
43 3.16 42.70 38.62 
44 3.21 3.59 39.22 Actual Jan. 1 Dividend Scale for Policies issued without Disability and Actual Jan. 1 Dividend = ee ae without Disability and 
45 3.26 44.53 39.84 Double Indemnity Benefits y 
46 3.31 45.51 40.48 . : Copyright, 1941, by New York Life Insurance Company 
47 . 3.86 46.54 41.15 Copyright, 1941, by New York Life Insurance Company | 
48 ; 3.42 47.63 41.84 s z os 
. ee pe _ ina = — —— Ages ® 5 4 
49 3. 3.47 48.76 42.55 j ‘ 36 37 38 39 40 41 42 43 44 Breminin First as 20 25 30 35 40 45 50 ) 
50 4, 3.53 49.96 43.30 Premium 28.98 29.90 30.88 31.91 33.01 34.16 35.39 36.20 38.08| Two Years 13.30 15.09 17.19 19.65 22.97 27.44 33.39 41.51 52.75 
ol 4. 3.59 51.22 44.07 ae ie hea Ee ee ee en Ge j a | 
52 4.27 3.66 52.54 44.87 2 522 531 540 549 5158 676 «5855.94 326 345 370 402 430 463 501 560 635: 
53 5! 4.38 3.73 53.94 45.71 3 5.23 5.31 5.38 5.48 «45.565. 5.74 5.83 5.94| Prem. Thereafter 17.81 19.65 21.98 24.97 28.82 33.88 40.68 50-01 62.95 
54 BO scaisihocaes 4.50 3.79 55.41 46.57 4 5.23 5.31 5.38 547 556 5.63 5.72 5.82 5.92 99 4.20 4:50 4:90 5.23 5.66 6.18 6.96 8.21 
nde 60 462 3:87 56.96 47.47 5 5.22 5.31 5.38 5.46 5.54 62 «5.71 5.80 5.91 4 4:00 4.21 452 4:91 5.24 566 617 6.98 8.5 
4 a Cron Te y 58.6 48.40 *10 9.32 9.38 9.44 9.53 9.60 6 9.78 9.90 10.01 5 4.01 4.23 4.56 4.91 5.24 5.65 6.16 7.00 8.30 
56  eepeees 4.75 3.94 58.60 4 +15 13.49 13.55 13.61 13.68 13.77 13.86 13.95 14.06 14.19 *10 830 858 887 910 9.36 9.70 10.29 11.21 1268 
57 | ee 4.88 4.02 60.83 49.37 *20 21.54 21.60 21.66 21.75 21.86 = 21.94 = 22.06 = 22.21 22.36 *15 12.95 13.18 13.30 13.40 13.53 13.88 14.08 14.92 16.26 
58 BR science 5.03 4.10 62.15 50.38 = ———— — *20 21.50 21.52 21:48 21.45 21.58 21.98 21.91 22:82 93.89 
59 OE ies aied 5.18 4.18 64.08 51.42 pestilence ae 
4 + re 97 Pe 19 59 59 Ss 
rf - cicetiaac: $4] pets as 5365 Cae nee 10 Year Summary 
4 ~ een ee Se 2 ES .2 00 308.80 319.10 330. 67.00 38 
2 eee 5.69 4.45 70.59 54.83 19 Yis" Divids: 51°39 52.07 52:69 "5342 S414 “34°86 “3570 "56.60 51.57/10 Yrs. Prems, 169.08 187.38 210.22 239.06 276.50 325.92 392.22 483. 10 609.10 
63 ee 5.87 4.55 73.02 56.07 10 yrs. NET... 238.41 246.93 256.15 265.68 275.96 286.74 298.20 310.40 323.23|10 Yrs. Div'ds. 40.16 42.27 45.07 47.90 50.63 54.02 58.71 66. 7.86 
64 BO siccates 6.07 4.65 75.60 57.34 Av. Net Payt.. 23.84 24.69 25.62 26.57 27.60__ 28.67 __ 29.82 31.04__32.32|10 Yrs. NET... 128.92 145.11 165.15 191.16 225.87 271.90 333. Si 416.97 saz 
ba ” ae Ae Sa SBC Av. Net Payt.. 12.89 14.51 16.52 __19.12 5927.19 33.35 41.70 53.122 
ae ae ee) 40) GSE GRE? Baten tee ina ine Gem Ges Tam Tee Tem au | igre SSH Tro To Tot Tae at 
66 71 we cseee 6.51 4.86 81.25 60.06 Pe ee te ; Ade 5 10 Yr. Cost 76.92 79.11 82.15 89.16 99.87 117.90 147.51 194.97 2672 
67 OB icdian oe 6.75 4.98 84.34 61.51 Average Cost..._10.24 10.49 10.92 _11.27_11.70_12.17_12.72_ 13.24 _13.92| A erage Cosi 169 “7.91822 B92 9:09 1179 1495 19:30 Sez8 
68 ee 7.00 5.09 87.64 63.03 aeneeteatnacnameaniitie en 
69 2 wha wesc 7.27 5.22 91.14 64.59 20 Year Summary 
70 : | ne 7.56 5.35 94.88 66.24 | ii alia tanta aa iii ii _— 20 Year Summary 
715 BO en ens 9.28 6.07 117.76 75.53 30 UTS. res. ae EN ee eae ee eae eee ee oe Soee Lai5o 1a3.65/20 Yrs. Prems. 347.18 383.88 430.02 488.76 564.70 664.72 799.02 983.20 1238.60 
800 85 wees aes 11.65 6.95 150.07 86.94 59 yrs’ NET... 449.40 466.57 484.95 503.97 524.38 545.82 568.54 592.62 617.95|20 Yrs. Div’ds. 114.08 118.01 121.91 125.68 129.87 136.80 146.60 164.37 | 191.97 
5S is wee 14.96 8.02 196.83 101.01 Av. Ne‘ Payt.... 2°47 23.3 24.25 5.2 26. 27.2 28.4 29.63 30.90/20 Yrs. NET.... 233.10 265.87 308.11 363.08 434.83 527.92 652.42 818.83 1046.63 
oe v. Net Payt.. 11.66 13.29 15.41 18.15 21.74 25.40 32.62 40.94 52.33 
, 20 Yr Cash Val 338.00 349. ; 2,00 383.00 394.0 2 8.00 429.00 
Retirement Annuity 20 Yr. Cost... 111.40 117.57 124.95 131.97 141.38 151.82 162.54 174.62 188.95 Sia” OAs ae hn ae i SS ake. 30842 SILES topes 
Gash *aiue Re CO aan OS S85 670 t__ 8S 8 TS OS | Average Cost. 3:91 3.59 4.66 4.50 5.69 725 10.48 15.59 23-48 
Iend Per $100 120 
of Ann. Att. Age Cash Mo ORDINARY LIFE—3% (Continued) 20 Payment Lif 20 Year Endow: 
Yr Prem. M. F. Life yr rr y ife I | Year En owment 
1 100 50 55 $4.91 $4. 4.79 Aves 45 4 47 48 49 50 55 0 65 | Ages. 5 35, 40 45 55 25 35 45 55 
2 200 51 56 5.01 4.51 4.88 Premium 39.55 41.12 42.79 44.57 46.46 48.48 60.72 77.69 101.48 | Premiums sis S834 4279 4852 66.69] 49.33 Sia shat th 
3 300 52 57 5.12 4.58 et i ere % ene eee eee eee ee eee meat Sees <j 
4 400 53 58 56.24 4.66 5.07 605 618 630 645 661 679 7.91 9.61 12.32/28 2 5.22 5.94 6.32 6.75 838] 5.69 658 7.45 8.92 
5 500 54 59 5.387 4.74 5.18 t 6:03 617 630 645 662 679 794 9:70 12.46 ef: 3 i a Cd 6 
6 600 55 60 5.50 4.82 5.28 4 6.02 616 630 646 662 681 7.98 9.78 1262/7932 4 4 5.99 6.35 6.78 8.50 5-86 6.69 7.52 9.07 
2 700 56 61 5.63 4.91 5.39 5 6.02 616 630 646 663 682 803 9.88 12:75/G50 ,° 3 ae HB ee Ba aS ae 
7 7 56 5 63 : é “10 1014 1030 1045 1062 1081 1102 1238 14:5) 1742| acc *10 10.77 10.26 10.58 11.10 13.07! 1053 11:19 12:04 13.76 
57 62 5.78 5.00 5.5 ax oe ; : ea ain antes ; # “4g |O80 +15 13.26 1361 13.98 14.55 16.86) 11.14 11.78 12:75 147 
8 800 5 y 8 pene 15 1432 1448 1466 14:86 15.06 15.32 16.93 19.09 22.08|2 : : : 5 . . . 4.70 
9 900 58 63 5.93 5.10 5.63 *20 22.53 22.75 22.99 23.25 23.50 23.79 25.42 27.62 _ 30.65 20 20.45 __20.95 __21.43 _22.20 __ 24.80] _7.60__8.53 9.83 11.94 
10 1,000 59 64 6.09 5.19 5.75 ” ee ae ac 
11 1,103 60 65 6.26 5.30 5.88 ‘ 
12 1,225 61 66 6.44 5.41 6.01 10 Year Summary 0 Year Summary 
3 1,850 62 67 6.63 5.52 6.14 —— ‘ 
D 7 ; $ 318.30 383.40 427.90 485.20 666.90] 493.30 519.1 ’ 
14 TTS G3 G8 G83 58d 6.28 10 ¥re Brome, awss0 aan car.9n Auszo anien aaxan orgy Tyego soxigylde tt pues S890 Sadg dar an Ms See] ASRS Sissy Stage Tse 
5 1,610 64 69 7.05 5.76 6.42 » ia "39 (366. ‘ ; i : 10 Yrs, NET. 268.08 324.64 306.06 419.21 584-77] 434.47 453.39 500.16 620.49 
15 , 5 6 42 10 Yrs, NE 336.92 351.32 366.76 383.09 400.44 41800 540.20 682.66 B04: 78 
16 1,744 65 707.27 oo ee Ay. Net Fat 33.69 35.13 36.68 38.31 _ 40.04 _ 41.89 53.02 _68.27__ 89.4 8 | Av. a t... — - 32.46 _36.61_41.92 oa os 45. a 50.02 — ~ 
17 1,882 66 71 7.51 6.02 6.71 10 Yr Cash : i 00 : 00 226.00 266.00 306.00 00 s . . : . : 
8 21023 67 72 7.76 G16 G.86 10 Yr Cost... 145.92 153:32 16276 172.09 82:44 199.90 264.20 37668 Soi-78|10_ Yr. Cost..... a a. 132.21 246.77 51.47 = 33 116. + Bee 
is 2168 68 “> 92 681 7.02 Average Cost... 14.59 15.33 16.28 17.21 18.24 19.29 26.42 37.67 55.18 | Average Cost..._7.71 __9.36 _10.71 __13.22__ 24.68] _5.15 23.65 
20 2,317 69 "4° 882 Gas Jay 
21 2,469 70 75 8.62 6.62 7.32 20 Year Summary 20 Year Summary 
22 2,625 
93 2’ 785 20 Yrs. Prems. 791.00 822.40 855.80 891.40 929.20 969.60 1214.40 1553.80 2029.60 |/20 Yrs. Prems. 636.60 766.80 855.80 970.40 1333.80] 986. 60 1038.20 1146.80 1416.20 
24 2'949 20 Yrs. Div’ds. 146.01 149.12 152.23 155.79 159.56 163.86 190.71 229.58 285.31/20 Yrs. Div’ds. 136.78 146.22 153.14 163.40 202.85] 134.4 166.28 _ 200.18 
24 2,949 30 Yrs, NET... 64499 673.28 703.57 735.61 769.61 805.74 1023.69 1324.22 1744.99 (30 Yrs, NET... 499:62 620.58 702.66 807.00 1130.05] 852.15 88975 980.58 121605 
25 3,117 Av. Net * 32.25 33.66 35.18 36.78 38.48 40.29 51 66.21 _ 87.21| Av. Net. Payt.. 24.99 31.03 35.13 40.35__56.55 ae 44.49 49.03 . a 
26 3,289 50 Yr Cash V 1.00 452. i i 3 “00 607.00 673.00 | 20 Yr Cash Val 504. “00 666.00 723.00 824.00 00 
27 3,466 20 Yr. Cost... 203.99 221.28 239157 260.61 283.64 307.74 472.69 717-22 1071.20 20 Yr. Cost... 14.18 11.58 36.66 84.00 306.95 fat B5 #110. 25 +19.48 216.02 
28 3,647 To obtain monthly income ener Soll Cost... 10.20 11.06 11.98 13.03 14.18 15.39 23.63 35.86 53.56 | Average Cost... 1.2 58 __ids 4.29 15.35 5.51 t.97__ 10.80 
29 3,832 per $100 annual premium, ‘Includes Extra 1 Dividends. * Includes Extra Dividends. 
3 4,022 divide cash value at attain- riers pa ee ee 
3 4,217 ed age by 1000 and multiply 
32 4,417 by income per $1,000 for years, for nine years with Bankers Life 
33 4,622 attained age as shown in of tie disiclets sanmink 
3 4,831 accompanying table. C Wa as district agent. 
35 5,047 ° 
36 6,267 Peters Assistant to Matta 
38 5,725 Several Field Changes Are promoted to assistant manager under Manager La Noue Matta of Acacia 
39 1,962 o Manager S. A. Kent. He has been do- Mutual Life in Los Angeles has ap- 
40 6,205 Made by Equitable, N. Y. ing supervisory work for the last year. pointed Walter Peters assistant man- 
5 b ; ; , ; H. Atherton, who joined the Pru- ager. e also has opened a branch unit 
+s A. number of appointments have been (dential agency at Sioux City in 1939, in Long Bearch 
Southwestern Adds Term Policies Rood ert - - eee ne Ys § . 
se ' made by Equitable Society in the field has been appointed assistant manager at — 
Southwestern Life’s new rate book in- and several resignations are announced. Portland, Ore. Myhre Made General Manager 
cludes 15 year and 20 year term policies R. H. Holderson, district manager at eres as Old Line Life has promoted Harold 
ili ing ily - Canton ; siste z Rt 
to facilitate handling of family protec ton, O., becomes field assistant at New Peterborough, Ont., Branch C. Myhre from district agent to general 


tion policies. The new forms are sub- 
ject to all regulations now in effect with 


respect to five and 10-year plans. The 
premium rates follow: 

Premium Rates Per $1,000 

(Non-Participating) 
15 20 15 20 

Year Year Year Year 

Conv. Conv Conv. Conv 
Age Term Term Age Term Term 
20'....8 10d 6 8,13 33....$ 9.59 $10.28 
Biss 8.02 8.22 34.. 8.82 10.61 
22. 8.09 8.32 35.... 10.08 10.97 
28.00% Bae 8.42 36 10.38 11.37 
24.. 8.27 8.53 37. 10.71 11.83 
Bhs <s Beek 8.66 BBi.500 SDD 12.88 
26.. 8.47 8.79 39... 1151 12:00 
Zi.cce 8.b9 8.95 40 11.98 13.53 
28.206 Bite 9.11 41 12.53 14.25 
29.... 8.86 9.30 42 13.15 15.05 
30. 9.02 9.50 3..0+ bo.es 16,94 
3 9.19 9.73 44.... 14.60 16.92 
32 9.38 9.99 €5..4++ 15.47 201 


Declares 20%, Extra Dividend 


Guarantee Mutual Life has declared 
an extra policyholders dividend of 20 
percent for 1942, compared to 25 percent 
in 1941. Guarantee Mutual maintains a 
basic dividend scale which is adjusted 
every year by declaring extra dividends. 


Medina, O. W. C. Hammond, field as- 
sistant at Canton, becomes district man- 
ager there. 

*, A. Brunner, assistant manager at 
Columbus, resigned. John K. Wells, 
district manager at Mt. Vernon, III., was 
transferred to Moline, IIl., taking over 
unassigned territory under the C. R. 
Golly agency of Peoria. 

L. B. Elliott, field assistant at Effing- 


ham, IIll., was promoted to district man- 
ager, taking over the former Wells 
unit. G. B. Byrnes becomes district 


manager at Phoenix, Ariz., starting a 
unit from scratch under the E. L. Gross 
agency of that city. D. M. Rhodes, 
district manager at St. Louis, resigned 
to conduct his personal business. His 
unit has been turned over to T. H. 
Henry, field assistant of Hannibal, Mo., 
who will conduct it from there, with 
promotion to district manager. 

Emanuel Mendelson, agent of the J. 
H. Harrop agency of Salt Lake City, 
was appointed field assistant there. 


Two Prudential Men Advanced 


Lester J. Brooks of Prudential’s 
Des Moines ordinary agency has been 


Canada Life has opened a new branch 
at Peterborough, Ont. Oscar Smith is 
manager assisted by C. A. Sollitt, who 
has represented Canada Life in Peter- 
borough many years. 

Mr. Smith has been district manager 
at Sarnia, Ont. He entered Sarnia as a 
stranger two years ago after several suc- 
cessful years of production at Ridge- 
town, Ont. 

Mr. Sollitt has been with Canada Life 
in Peterborough since 1931. He was 
named district manager in 1935 and he 
now becomes assistant branch manager. 


McCrorey Named in Atlanta 


W. B. McCrorey has been appointed 
general agent in Atlanta, Ga., for Pro- 
tective Life. He has been in life in- 
surance in Georgia for several years. 


Johnson Named at Youngstown 


Ohio State Life has appointed David 
D. Johnson manager at Youngstown, 
O. He succeeds Miletus Garner who 
will be a personal producer. Mr. John- 
son has been in life insurance for 11 


agent, with headquarters at Janesville, 
Wis. His territory will include Rock 
and Walworth counties and part of Jef- 
ferson. He began his insurance career 
with Old Line Life 12 years ago. 


Teall Transferred to Rochester 


Louis J. Teall, agency organizer of 
New York Life in Buffalo, has been 
transferred to Rochester, his former 
home. He has been connected with 
the Buffalo office seven years. 


Fly Goes with Reliance 


James E, Fly, formerly with Met- 
ropolitan Life, vice-president of the 
Tennessee Association of Life Under- 


writers and immediate past president of 
the Nashville association, has been 
made district manager in Nashville by 
Reliance Life. 

John D. Kennon has been appointed 
to the supervisory staff of the Edward 
A. Woods Company general agency of 
Equitable Society in Pittsburgh. He 
joined the agency in 1938 following his 
graduation from Penn State. 
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Chicago Is Mecca 
of Fraternalists 


Fraternalists from throughout the 
United States and Canada are in ses- 
sion at Chicago this week. The occa- 
sion is the midwinter meeting of sev- 
eral National Fraternal Congress sec- 
tions, the Fraternal Field Managers As- 
sociation, Fraternal Society Law Asso- 
ciation and Illinois Fraternal Congress. 

The first event was an all-day meet- 


ing Thursday of the N.F.C. Presidents 
Section with President Francis Tap- 
tich presiding. This group discussed 


current questions, such as uniform war 
clause, proofs of death in war time, 
effect of war on fraternals’ membership 
and investment plans, services which 
can be rendered to the government. 

The field managers were to meet Fri- 
day all day, with interesting discussions 
of field problems, such as recruiting 
and training representatives, selling 
methods to use, and an announcement 
about National Fraternal Life Insur- 
ance Week in May to be made by C. D. 
DeBarry, general chairman, who is gen- 
eral sales director of Catholic Order of 
Foresters, J. E. Little, actuary and 
field director Maccabees, is president. 
A feature Friday is a_ breakfast of 
the committee on the week’s observ- 
ance which was to be attended by many 
fraternal leaders. 

The law association also will start its 
sessions Friday and _ will continue 
through Saturday. William C. Ewan, 
Kewanee, Ill., is president. The law- 
yers also are sponsoring a Washing- 
ton’s birthday luncheon at which Dr. 
Preston T. Bradley of Chicago will 
speak. 

The Illinois Fraternal Congress meet- 
ing Saturday will be presided over by 
Walter C. Below, president, who heads 
Fidelity Life. A feature will be an 
afternoon panel on youth activities led 
by Fred A. Johnson, Royal League. 


A.O.U.W. Senior Member 
Matures Policy at 96 








Dr. J. C. Bliss of Denver, the oldest 
member of the A.O.U.W. of North 
Dakota, outmaneuvered the mortality 
table and recently was presented by Paul 
N. Temple, former Iowa state manager 
of A.O.U.W., a check for the face 
amount of his ordinary life contract, it 
having matured at age 96. Dr. Bliss 
rs Willow Lake, S. D., A.O.U.W. 
Lodge No. 38 on March 31, 1890. . 
Bliss was born at Evans Mills, N. 
Sept. 12, 1845, and is a G.A.R. SoM 
He was one of the four soldiers who 
guarded the funeral car of President Lin- 
coln when it was taken to Springfield, 
Ill. for the burial ceremony. Mr. Tem- 
ple is vice-commander American Le- 
gion at Denver, and represented the 


grand lodge of A.O.U.W. 
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Artisans Order on 
242% Basis 


Artisans Order of Mutual Protection 
at its annual meeting in Philadelphia 
refused to adopt a war risk clause. It 
approved use of the American expe- 
rience table with 2% percent interest 
assumption and new rates on that basis 
will go in effect July 1 on all new issues. 

G. H. Urwiler, Philadelphia, was 
elected master artisan; C. N. Christman 
was advanced to superintendent and J. 
J. Weiss to inspector. O. A. Kottler, re- 
corder, and R. G. Hoag, past master 
artisan and cashier, were reelected. 
Three board members were reelected for 
three year terms, C. W. McConnell and 
Harry Irwin, past masters, and J. 
Jackson. L. A, Rehberger, Barrington, 
N. J., is retiring master artisan. 


Retain $500 Certificate 


It was decided to retain a $500 cer- 
tificate for general membership which 
was tried as an experiment and used 
especially for transfer of juniors to 
senior membership at age 18. It had 
been charged cost of acquiring these 
certificates was too high. Grace period 
for the payment of dues was reduced 
from 90 to 60 days. 

The society pledged more than $3,000 
for a new ambulance for Temple hos- 
pital, where Artisans Order maintains 
a bed service for needy members, and 
$250 was contributed to the Red Cross 
in memory of Robert W. Ernest, first 
Artisan member to be killed in the war. 
He was at Pearl Harbor. 

Gains were made in insurance in 
force, senior and junior membership, and 
there was decrease in lapsation. 





Held Named Indiana Manager 


W. F. Held, a life insurance salesman 
of 14 years’ experience, has been named 
Indiana manager by Gleaner Life. He is 
establishing a state office in Peru, Ind., 
and soon will move his family there. 
Mr. Held went with Gleaner in 1934 
as an agent in the Delaware-Ohio dis- 
trict, of which he became manager in 
1935. He has demonstrated organiza- 
tion ability, having taken over the dis- 
trict when it was practically a new ter- 
ritory, and established a number of new 
arbors there and trained a large num- 
ber of agents. 





Wilson Speaks in Portland 


PORTLAND, ORE—Ray Wilson, 
state manager of Maccabees, addressed 
the Fraternal Life Underwriters Asso- 
ciation here on “Opportunities Afforded 
by the Social Security Act.’ A _ short 
business session was presided over by 
J. H. Ashenfelter, president. Round-ta- 
ble discusion followed. 





W. O. W. Radio Damage Suit 


OMAHA—Woodmen of the World, 
which operates radio station WOW 
here, has filed suit in the district court 
against the American Society of Com- 
posers, Authors and Publishers, asking 
$298,319 in damages allegedly suffered 
by the station through payment of 
ASCAP royalties. 





James Conniff, 75, district manager of 
Modern Woodmen for 35 years in south- 
eastern Nebraska, died. 


ee ne eee in N. Y. 


Travelers has appointed Vincent E. 
Loughlin, St. Albans, N. Y., a field 
assistant in the life department of the 
branch office in the Empire State build- 
ing, New York City. For five years he 
has been an adjuster for Aetna Casualty 
in New York City. 


UNITY L. & A. MEN STRIKE 


The Industrial Insurance Agents 
Union, Local 30 of New York, has put 
out a ‘release stating that 122 agents in 
the five New York district offices of 
Unity Life & Accident of Syracuse 
walked out on strike “ending six long 
weeks of efforts by these men, through 
their union, to renew a union agreement 
which expired Jan. 31.” 

Union officials, the release asserted, 
charged that the company was not inter- 
ested in negotiatine any kind of a con- 
tract but was seeking to provoke a strike 
by any means. The company submitted 
proposals calling for a cut in income for 
each of the men, the union asserts. 

Irvin Shapiro, mediator of the federal 
department of conciliation, sought settle- 
ment, and the strikers adopted a resolu- 
tion of thanks to him. 





FRASER HAS BIG GAIN 

The Fraser agency of Connecticut 
Mutual Life paid for $1,918,119 in Janu- 
ary as against $872,885 in January 1941. 





EMPLOYES LEARN FIRST AID 

More than 1,800 employes of New 
York Life have enrolled for Red 
Cross first aid classes being conducted 
by the company’s medical staff. The stu- 
dent group includes 100 air raid 
wardens for the New York Life build- 
ing who are taking a special course, and 
50 other employes training to become 
first aid instructors. Many doctors par- 
ticipating in the program saw active 
service in the first world war. 





CAMPS HAS RECORD MONTH 

The Manuel Camps, Jr., general 
agency of John Hancock in New York 
City, though only three and one-half 
years old paid for $2,483,252 in January. 
Of this amount $1,001,500 was ordinary, 
$1,058,035 annuities and $423,717 group. 
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For January the agency was fifth in life 
insurance volume, second in total vol- 
ume and second in total premiums. Jan- 
uary was the agency’s biggest month. 





GARDINER’S BIG JANUARY 

The Harry Gardiner agency of the 
John Hancock Mutual Life in New York 
City paid for more than $4,400,000 in 
January. Of this amount $2,023,000 was 
ordinary, $1,932,000 annuity credits and 
$448,000 group insurance credits. Four 
men in the agency paid for more than 
$100,000 each. 





KNIGHT AGENCY GAINS 

The Charles B. Knight agency of 
Union Central Life paid for $4,404,012 
in January as against $2,145,769 for Jan- 
uary 1941. 

Dr. W. B. Bailey, economist of Trav- 
elers, will speak on “Life Insurance and 
War” at the Feb. 25 luncheon meeting 
of the New York City C. L. U. chapter 
at Hotel | ne 


~ AGENCY NEWS 


Murrell Brothers Observe 
Fifth Anniversary 


The Murrell brothers. T. G. and W. 
L., of Los Angeles, southern California 
general agents and Pacific Coast super- 
visors of Mutual Benefit Life, are cele- 
brating this month their fifht year in 
this connection. In this period they have 
increased annual production from $1,- 
750,000 to more than $5,000,000 and av- 
erage production per agent from $80,600 
to $198,000. They have developed seven 
full time agents, each of whom produces 
over $250,000 a year, where none reached 
that figure before; 11 agents paying for 
over $150,000, against two in 1936, and 
19 paying for more than $100,000, as 
compared to five in 1936. Their produc- 
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TWOFOLD SERVICE BRINGS PROGRESS—— 


Royal Neighbors of America was chartered in 1895 with a member. 
ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 
ing: Membership, 506,357; camps, 6,086; insurance in force, $361,203,384; 
admitted assets, $77,671,813, and claims paid, $112,434,837. 

This progress is attributable to the Society’s principle of twofold 
service—Protection and Fraternalism. 
planted by its founders and has been a guiding light for 46 years. 

In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of 
camp activities, financial aid from its fraternal fund for needy members 
and benefits of the Royal Neighbor Home to worthy members. 
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tion is secured with 21 full time agents 
as against 19 previously. 

The brothers operated the agency 
jointly until T. G. was called to active 
duty in November, 1940, as lieutenant 
commander in the naval reserve, as- 
signed to Washington. Their first ob- 
jective when taking charge was to in- 
crease the production of the present or- 
ganization and eliminate misfits. A re- 
cruiting program was started. The Mur- 
rell Brothers believe there are four in- 
gredients to be a successful agent: apti- 
tude, knowledge, work and skill. They 
are advocates of rehearsal for skill. 





Wm. Peterson Feted on 25th 


A surprise luncheon was given Wil- 
liam Peterson, Seattle general agent for 
Provident Mutual Life, on his 25th anni- 
versary in that position. The guests 
included members of the agency and 
fishing and golf companions. He was 
presented with a wrist watch by the 
agents and a 25-year service pin by 
Stan Peterson, his son, who is a partner 
in the general agency. More than $500,- 
000 of business was paid for during 
January by his agency in Mr. Peterson’s 
honor. 





Birmingham Agency Wins 

It is always a race among Mutual 
Benefit Life agencies every year to win 
the position of No. 1 agency in ratio of 
paid business in the current year to the 
te year. For 1941 the winner 
was Birmingham, with a ratio of 213.24 
percent of 1940 business. The Birming- 
ham agency also reached an all time 
high in paid business during 1941. 





Duellman in New Quarters 


Anthony B. Duellman, district man- 
ager of John Hancock Mutual at Min- 
neapolis, has moved his offices from the 
fifth to the third floor of the Baker 
Arcade. The new offices are consider- 
ably larger and are sound proofed and 
air conditioned. The formal opening 
held this week was attended by Rich- 
ard Empire and S. M. Kennison, home 
office field supervisors. 





Michael Perelli has been made mana- 
ger by Northern Life at San Jose, Cal. 
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National Headliners at 
Indiana Sales Congress 
INDIANAPOLIS —The “All-Indi- 


ana” sales congress was held here 
Thursday with a large attendance. “The 
3est Life Insurance Service Under War- 
time Conditions” was the theme. 

An address of welcome was given by 
Robert I. Blakeman, Jr., president of the 
local association. EE, Leo Smith, co- 
zeneral chairman, presided at the morn- 
ing session. 

“1942: Its Problems, 


Challenges and 


Opportunities’ was the subject of 
George E. Lackey, Massachusetts Mu- 
tual Life, Detroit. 

Witherspoon Discusses Motivation 

“Well-Planned Life Insurance Pro- 
grams” was discussed by Frank L. Mc- 
Farlane, Aetna Life, Cleveland. 

John <A. Witherspoon closed the 
morning session with a talk “Motiva- 
tion in Terms of Human Wants and 
Needs.” 

Carl F. Maetschke, co-general chair- 


man, presided in the afternoon session. 

A. Gordon Nairn, field supervisor Life 
Underwriters Association of Canada, 
Toronto, spoke on “Life Insurance Serv- 
ice Under War Conditions.” 

Wendell F, Hanselman, vice-president 
of Union Central Life, closed the 
sion with an address, “The Importance 
of Morale.” 


S€s- 


Smaller Estate Faces Problems 

DETROIT—Many owners of small 
estates are meeting the menace of forced 
liquidation of assets by purchasing 
enough life insurance to supply sufficient 
liquid assets, H. O. Love, insurance at- 
torney, declared before the Detroit Life 
Underwriters Association. He _ substi- 
tuted for J. O. Todd, Chicago, whose 
illness prevented his appearance. In- 
creased taxation and lowered exemptions 
are bringing home to the average man 
the realization that this is not simply a 
problem for the millionaire to worry 
about. 
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N. A. L. U. Regional and 
Congress at Sioux City 


One of the seven regional meetings 
being conducted under the auspices of 
the National Association of Life Under- 
writers will be held in Sioux City, Ia., 
Feb. 21, and the Sioux City association 
and the managers and general agents 
association there are taking advantage 
of the opportunity to conduct a sales 
congress Feb. 20. 

Those who will be on hand for the 
regional meeting of local association of- 
ficers from sections of Iowa, South 
Dakota, Minnesota and Nebraska are 
John A. Witherspoon, president; Her- 
bert A. Hedges of Kansas City, secre- 
tary, and Ralph W. Hoyer of Columbus, 
O., trustee of the National association. 
They will address the sales congress, as 
will W. K. Niemann, home office gen- 
eral agent of Bankers Life of Des 
Moines. 





Topeka, Kan.— Pendleton A. Miller, 
general agent New England Mutual, has 
been elected National comitteeman of the 
association. 

George Maltby, Kansas City, Kan., one 
of the Equitable of Iowa’s largest per- 
sonal producers, who has averaged bet- 
ter than $300,000 annually for the past 
15 years, told how he operated. He never 
has dropped below $300,000 a year, and 
has a record of at least one application 
a week for 13% years. He is a former 
Topeka agent and former member of the 
association. 

St. Paul—An educational campaign is 
being carried on under the championship 
of R. L. Utne. Lectures on the funda- 
mentals of life insurance are being given 
in the high schools and a similar course 
is being worked out for nurses in all 
local hospitals. 

Salt Lake City—E. E. Vandehei, district 
manager of Equitable Society, talked on 
meeting the objections, “I’m afraid that 
I won’t be able to continue paying pre- 
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miums after the war is over” and “I fee] 
that my savings should go into defense 
bonds instead of insurance.” He showed 
that after the first world war policy- 
holders were able to maintain their pre- 
mium payments and the depression did 
not come for 12 years. After this war, 
he said, there doubtless will be a simi- 
lar expansion of industry. There will be 
a great demand for automobiles after 
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the war as the factories have been con- 
verted to make airplanes and other de- 
fense materials. The same is true of 
radios and other commodities now sold 
under priorities. Life insurance is in no 
sense a competitor of defense bonds, he 
said, but through life insurance a man 
can safeguard his family so they will not 
be dependent upon the government or 
state in case of his death. Thus he is 
aiding national defense. In addition a 
large part of his premiums will be in- 
vested by his insurance company in gov- 
ernment bonds and thus will aid the 
defense program. 

Max Rasmussen, vice-president, pre- 
sided in the absence of President W. B. 
Burman. 

Wichita, Kan.—A panel discussion on 
current economic conditions was led by 
Levi B. Rymph, Aetna Life, with Wilbur 
Loveland, Clayton Mammel, John Carter, 
Elmer Moore, Earl Watson, Paul Jerni- 
gan, Bob Coffman, and John H. Jones 
participating. Earl Reed, Equitable of 
Iowa, has been named second vice- presi- 
dent, and Emmett Ireland, Penn Mutual, 


and William Moore, Pacific Mutual, di- 
rectors to fill vacancies. 
Milwaukee—Roland Hinkle, assistant 


agency manager Equitable Society, Chi- 
cago, and president Chicago C.L.U. chap- 
ter, spoke on ‘Whose Doilar Tomorrow?” 

Wausau, Wis. — Roy Millar, assistant 
agency supervisor for Old Line Life of 
America, spoke on “Present Day Selling.” 


Columbus, 0.—C. C. Wharff has been 
named chairman of the annual sales con- 
gress on March 14. 

Birmingham, Ala.—Bert 
Northwestern Mutual Life, 
was guest speaker. 

Detroit—Life underwriters have an im- 
portant public relations job ahead of 
them, Miss Beatrice Jones, Equitable So- 
ciety, president New York City associa- 
tion, declared. The field forces of the 
nation have never sold life insurance as 
much as life insurance has sold itself, 
Miss Jones declared, deriding the idea 
that 1942 will be a tough year for the 
underwriters. The field forces have a big 
job ahead but all indices point to a good 
year. Another tough job is to counteract 
the half-truths that have been broadcast 
over radio stations in recent years con- 
cerning life insurance. 

From the standpoint of life insurance 
sales, the war period will be nothing as 
compared with the reconstruction period 
to follow, she said. Underwriters will 
need all of their fortitude and ability to 
hang on during the post-war period, she 
predicted. 

Akron, 0.—Ralph W. Hoyer, 
agent of John Hancock Mutual, Colum- 
bus, and trustee of the N.A.L.U., talked 
on “The Function of an Association of 
Life Insurance Men.” About 125 attended. 


Pittsburgh—Robert B. Coolidge, super- 
intendent of agencies of Aetna Life, gave 
a talk on “Prospecting Today.” 

Atlanta—Dr. John P. Williams, educa- 
tional director American College of Life 
Underwriters, spoke Feb. 19, at luncheon. 
“Horizons are changing,” he said, ‘‘and 
underwriters must not hope to gain suc- 
cess by clinging implacably to old 
methods, even though none should lose 
sight of fundamentals.” The new hori- 
zon imposes new responsibility, or at 
least an intensification of old obligations. 

The directors have voted to increase 
dues for non-resident members from $4 
to $5. 

Paterson, N. J.—A meeting of life un- 
derwriters in Passaic and Bergen coun- 
ties will be held here March 4 to organ- 
ize a new association. Lloyd D. Harri- 
son, president New Jersey association, 
and Frank A. Williams, president North- 
ern New Jersey association, will assist in 
the organization. 

Austin, Tex.—An explanation of old 
age and survivors insurance under the 
federal act was given by David S. Pruitt, 
manager at Austin of the social security 
board. 


C. Nelson, 
Milwaukee, 


general 








J. P. Williams on Southern Trip 


Dr. John P. Williams, educational di- 
rector American College of Life Un- 
derwriters, conferred with C.L.U. lead- 
ers in Atlanta on the study programs for 
the year. He attended the annual meet- 
ing of the Atlanta chapter Feb. 19 and 
speaks to the study group Feb. 20. He 
is on a trip that will take him to all the 
important C.L.U. centers in the south, 
in lieu of the customary regional con- 
ference held annually for several years. 


LIFE INSURANCE EDITION 








~ BUSINESS GETTING SALES IDEAS 





Methods, Results 
of Direct Mail 


Use Are Given 


NEW YORK—Practical suggestions 
on “making mailings make money” were 
given by Nelson White, advertising 
manager Provident Mutual, and R. B. 
Thompson, manager sales promotion 
Mutual Benefit, in talks before the forum 
on fundamentals sponsored by the New 
York City Life Underwriters Associa- 
tion. 

Use of direct mail is one of the best 
ways of building and keeping prestige, Mr. 
White said. But it only opens the door; 
the agent has to follow it into the pros- 
pect’s office or home. 

There is the specific type of direct 
mail for a particular purpose; the pre- 
approach letter, which paves the way 
and arouses curiosity; the post-approach 
letter summarizing what the agent has 
told the prospect, and blotters, calendars 
and the like, which keep an agent’s name 
before the prospect. 


Why Mailings Fail 


Mr. White listed a number of reasons 
why the agent does not get the results 
from use of direct mail he anticipates. 
His prospecting may be unsatisfactory. 
For instance, an agent wrote a number 
of Philadelphia millionaires suggesting 
the use of life insurance for retirement 
income and the advantages of having 
$100 a month income at 65. The agent’s 
follow-up may be unsatisfactory, or his 
letter. 

It is important to stick to the ob- 
jective and talk from the other person’s 
point of view, he suggested. Make the 
letter apply to everyone on the list, he 
advised. Tell everything necessary. 
Don’t hesitate to arouse curiosity, and 
don’t deprecate. Above everything, be 
clear. Be believable. Paint word pic- 
tures. Appeal to the fundamental emo- 
tions. 

Direct mail accomplishes “sales ex- 
posure,” Mr. Thompson declared. Its 
use helps mental attitude. Even if the 
prospect doesn’t actually receive the let- 
ters, or read them after he gets them, 
direct mail is a 100 percent success if 
it results in the agent seeing the pros- 
pect and having a conversation with him 
on life insurance. 

Stage fright sabotages salesman’s ef- 
forts. By using a pre-approach letter, 
an agent won’t feel that he is a total 
stranger. The agent must make many 
calls to get results, and pre-approach 
letters help him get down to the point 
in a hurry. 


Puts It to Practical Test 


Mr. Thompson spends his spare time 
in the field selling. He puts his com- 
pany’s direct mail to the practical test. 
He follows up the letters by telephoning 
for appointments. In almost every case. 
he said, he can make an appointment by 
telephone. 

The agent ought to use pre-approach 
letters as a complete base for his entire 
sales activity, Mr. Thompson declared. 
After the Helvering vs. Enright case, 
he sent out pre-approach letters to a list 
of architects, doctors and lawyers se- 
lected from the telephone book. They 
were all strangers, but lived in his home 
city of Montclair, N. J. In his letter, 
he pointed out that in the case of per- 
sons who have income coming in after 
their death, it would be necessary for 
their estate to pay income tax on it. 
He was successful in making nine ap- 
pointments out of 12 tries. 

Letters based on other approaches are 
equally successful, he said. For instance, 
his company’s social security letter, 
which explains that with revisions in the 
social security act the wage earner’s wife 
now has the equivalent of $15,000 life 
insurance benefits in social security. The 
letter then asks for an appointment to 
describe the benefits. 


Selling Defense 
Workers Is Topic 


at Los Angeles 


LOS ANGELES—With “How to Sell 
the Defense Worker” as its theme, the 
Life Insurance Forum of the Life Un- 
derwriters Association of Los Angeles at- 
tracted its largest attendance in two 
years. V. J. Krehbiel, Aetna Life; K. P. 
Walton, Phoenix Mutual Life, and Wal- 
ter R. Wescott, Equitable Society, spoke. 
With the change in the economic setup 
it is necessary for the life insurance man 
to change his ways, Mr. Krehbiel 
pointed out. Present policyholders can 
be urged to get into defense work which 
is now easy. By assisting employers to 
get a good employe both become good 
centers of influence. 

Mr. Walton, a new man in the busi- 
ness who wrote $300,000, all on defense 
workers, in his first 11 months, urged 
agents to study the defense worker. 
“He’s a peculiar fellow, largely recruited 
from farms in the middle west. He’s 
ambitious, he’s anxious to get ahead. He 
may do night work and therefore ap- 
pointments must be at his convenience, 
not yours; he must educate himself so 
as to get ahead and not lose his place 
when the duration is over. His expenses 
are high, but don’t stress this, but im- 
press on him the liability he has, 


scare 
him a little to make him buy. 
Hard to Contact Worker 
“It’s hard to get to the defense 


worker because of the 24 hour day with 
its three shifts. Don’t telephone him at 
the plant, nobody likes it, he doesn’t, his 
foreman doesn’t, the firm doesn’t. Some 
departments, where junior executives are 
located, can be called, but don’t try to 
sell over the telephone, simply make the 
appointment. 

“To contact the defense worker, use 
the same old referred prospecting sys- 
tem,” Mr. Walton said. “Learn what 
he is doing, learn to talk his language, 
get him to talk of his job. Pound home 
the idea of defense for the family against 
the contingencies that may arise. Talk 
on his needs, don’t talk programming. 
Play on his love for his family and on 
the fear for what might occur. Most 
plants have a credit union. Point out to 
him that he might have a small sum in 
the union if he dies but if the money 
had been put into life insurance he 
would have $3, 000 or $4,000 for the wife 
and family.” 

In selling defense worker, Mr. West- 
cott said he did not measure his services 
by commission. Defense workers are 
divided into two groups, wage earners 
and junior executives and higher ups. 
Because the lower group has social se- 
curity, unemployment relief, and group 
insurance protection, Mr. Wescott con- 
centrates on the higher group. He al- 
ways talks programming. 


Urges Prospect to Protect 
His Future Insurability 


CLEVELAND-—Speaking before the 
Cleveland Life Underwriters Associa- 
tion, C. Vivian Anderson, Provident 
Mutual Life, Cincinnati, former Na- 
tional association president, pointed to 
the important role which life insurance 
will fill in the future. 

“Today we are at war and many 
wonder what will happen to the insur- 
ance business: The- effects of war are 
far reaching. During the last war we 
had the influenza epidemic. Consider- 
able heart trouble followed and there 
were many nervous breakdowns. We are 
in better health now than we will be 
in later on when the strain of war ex- 
erts itself. So we are going to need 
more protection. Thus, if the insurance 
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man is on his toes, he will point out 
the value of signing up now so the pros- 
pect can protect his insurability. 

“Many people are talking and worry- 
ing about inflation these days. But the 
rising value of insurance beats inflation 
and enables the policyholder to keep 
ahead of it. 


Small Man Tax Conscious 


“The small man is tax conscious to- 
day. We should sell to take care of 
tax requirements as well as burial ex- 
penses and other needs. A person’s in- 
come tax must come out of the estate 
in event of death. Canada sold 15 per- 
cent more life insurance in 1941 than 
in 1940 due in large part to the rise in 
taxes during that year,” Mr. Anderson 
pointed out, 

four 
published 
Cleveland 


column advertisement was 
by the association in the 
“Press” featuring the “Life 
Underwriters’ Code of Ethics” and list- 
ing its 608 members. Such advertising, 
it is felt, will build prestige for the 
agent. 


M. F. Jones Tells Why 
Now Is Good Time to Be 
in Life Insurance 


The present is probably the best time 
in the history to be in the life insurance 
business, Milton F. Jones, assistant su- 
pervisor of agency field service for Trav- 
elers, told members of the Life Agency 
Supervisors Club of Chicago at a meet- 
ing there. He suggested supervisors 
think back to the time of the first world 
war when several millions of men were 
in uniform. Prime prospects in normal 
times, they were out of circulation with 
respect to life sales, yet life business 
reached a new high in 1917 and again 
in 1918. 

Mr. Jones said that in Canada, a coun- 
try with 10,000,000 people which now has 
half a million men in uniform, produc- 
tion was up 15 percent last year. 


How to Reach Defense Workers 


There is a new market for life insur- 
ance today, among defense workers. Mr. 
Jones wondered at the expressed inabil- 
ity of agents to contact defense workers, 
why make up the new market for life 
insurance. In Hartford there are 30,000 
workers in the Pratt & Whitney plant 
alone and more are being hired as rap- 
idly as they can be secured. These 
workers are earning as much as $80 a 
week. Most of what they ordinarily 
would buy with extra money now is 
unavailable for that purnvose. A “nat- 
ural” situation is created for a sale of 
life insurance. 

Many defense workers on the niglit 
shifts are attending adult education 
classes in Hartford and some agents 
have used this as a means of “getting 
to” this type of prospect, he said. 

The best motivation is for the agent 
to know what life insurance does, not 
theoretically, but as a practical matter 
in individual cases, he said. The agent 
has not really gotten into the business 
until he pays his first claim. Mr. Jones 
told a number of human interest stories 
showing how insurance performs in real 
life situations. 


War Program in Minnesota 


ST. PAUL—“Life Insurance and the 
War” will be the theme of the 1942 sales 
congress of the Minnesota Association 
of Life Underwriters here Feb. 23. 

Speakers will be Governor Stassen of 
Minnesota, Commissioner Johnson, A. 
H. Motley, vice-president Crowell-Col- 
lier Publishing Co., John A. Wither- 
spoon, president National association; 
John D. Moynahan, Metropolitan Life, 
Berwyn, III, president American Society 
of Chartered Life Underwriters, J. F. 


Farwell, agency sales instructor Metro- 
politan Life, and Ralnh A. Trubey, 
Fargo, D., general dgent Guardian 


Life of New York. 

The St. Paul and Minneapolis C. L. U 
chapters will give a breakfast the day of 
the congress in honor of Mr. Moynahan 
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SALES MEETS 
Atlantic Life Rally 
to Be at Hollywood 


The annual producers’ convention of 
Atlantic Life will be held at the Holly- 
wood Beach Hotel, Hollywood, Fla., 
March 22-26. About 100 will attend. 

This meeting was originally scheduled 
to be held in one of the New England 
states in either July or August. The 
decision to advance the dates was made 
for two reasons. First, B. J. Wynne, 
the new president, is anxious to become 
personally acquainted with the leading 
producers and to give them an oppor- 
tunity to become better acquainted with 
him and the new management. Sec- 
ond, the company feels that there will 
be increasing demands upon transporta- 
tion and hotels as time goes on which 
vill make these facilities difficult to se- 
cure by mid-summer. 

The requirements for qualification for 
this convention have been proportion- 
ately reduced, and the qualification pe- 
riod ends on March 15. However, the 
club period is not being shortened for 
emblems and other special awards to 
“Aces” and “Ace Commanders.” 





Minnesota Mutual Regionals 


Minnesota Mutual Life will hold a 
series of regional conferences in March 
covering all states in which it operates. 
Groups from North Carolina, South 
Carolina, Eastern Tennessee, Virginia, 
West Virginia and Washington will at- 
tend the first conference at Roanoke, 
Va., March 1-4. 

The second gathering will be held at 


Mineral Wells, Tex., March 5-8, for 
agents of New Mexico, Oklahoma and 
Texas. Arizona, California, Montana, 
Oregon and Washington agents will 


meet March 8-11 at Riverside, Cal. 
March 19-22 agents from Colorado, 
Illinois, Indiana, Iowa, Kansas, Ken- 
tucky, Michigan, Minnesota, Missouri, 
Nebraska, North Dakota, Ohio, South 
Dakota and Wyoming will meet at the 
dgewater Beach Hotel, Chicago. 


Indianapolis Life Texas Rally 


Indianapolis Life men from various 
cities in Texas are meeting Friday and 
Saturday in Houston for a sales confer- 
ence. George E. Woods, general agent 
at Houston, and J. T. McClelland, dis- 
trict agent, are hosts. Those from the 
home office are Edward B. Raub, presi- 
dent, A. Leroy Portteus, vice-president, 
A. H. Kahler, second vice-president, and 
Doyle Zaring, agency secretary. 

Texas finished second in new business 
for 1941 among all the states. Indianap- 
olis Life has been in Texas for twenty- 
two years and has over $22,000,000 of in- 
surance in force there. 

Mr. Kahler, before going to Texas, 
addressed the life underwriters associa- 
tions at Evansville and Lafayette, Ind. 


War Bonds Replace Convention 


The annual convention of Colonial 
Life will not be held this year. To 
those who have met the convention re- 
quirements, a $50 defense bond will be 
presented. 





MANAGERS 


Cummings Speaks in St. Paul 

ST. PAUL—Harold J. Cummings, 
agency vice-president Minnesota Mu- 
tual Life, spoke to the St. Paul Gen- 
eral Agents & Managers club on cur- 
rent problems. 








Honor Maynard in Buffalo 
The Buffalo Life Managers Associa- 
tion held a reception in honor of A. 
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The 1942 dividend schedule for Home Life of New York anounced several weeks ago is shown in greater 


following pages from the Little Gem Life Chart: 


Home Life, N. Y. 


1942 DIVIDEND SCHEDULE 


PREFERRED WHOLE LIFE—3% 


Illustration—Based on Jan. 1 Dividend Scale 


Home 
1942 DIVIDEND SCHEDULE 





Life, N. Y. 


detail in the 


WHOLE LIFE PAYABLE AT 85—3% 


Illustration—Based on Jan. 1 Dividend Scale 
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Rogers Maynard, formerly manager of 
the Lake Erie District of Metropolitan 
Life, who has been transferred to the 
home office. Mr. Maynard has been 
president of the Buffalo Life Under- 
writers Association. 


Eric Johnson in Cincinnati 

Eric Johnson, vice-president Venn 
Mutual, speaks before the Associated 
Life General Agents & Managers of Cin- 
cinnati Friday on “Markets.” Mr. John- 
son was formerly general agent of the 
Penn Mutual at Pittsburgh. 


Hays to Speak in Newark 

The Life Supervisors Association of 
Northern New Jersey will hold a din- 
ner-meeting in Newark Feb. 24. W. E. 
Hays, director of agencies of New Eng- 
land Mutual Life, will speak on “Keep- 
ing the Experienced Life Underwriter 
Going in Production.” 


ON 
LIFE RENEWALS 
SELF-LIQUIDATING 
UP TO THREE YEAR MATURITY 
$400 
PER HUNDRED PER YEAR 


WRITE TO DEPT. C 
Life Underwriters Credit Corporation 
NORTHWESTERN BANK BLDG., MINNEAPOLIS, MINNESOTA 
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You'll 


No Risk Here! 


Waldorf... you know what to ex- 
pect here on your New York trips. 
Big, comfortable rooms, each with 
private foyer ... restaurants with 
the widest variety of menus and 


visit more. 


one prime thing about The 


... the convenience of mid- 


town location with two bus lines 


door and near-by subway. 
save time and enjoy your 


THE 


WALDORF-ASTORIA 


Park Avenue ¢ 49th to 50th * New York 



















































HEADQUARTERS B_} 


INSURANCE 


Public rooms for banquets, 
dances and special employee 
functions. Ideal accommoda- 
tions for group meetings of 
field men, agents & brokers. 


WRITE JIM BLAINEY FOR RESERVATIONS 











HOTEL ALFRED LEWIS, MGR. 


TAFT 


7th AVE. ia YORK 


AT 50th ST. 
TIMES SQUARE AT RADIO CITY 


BING & BING MANAGEMENT 


2000 ROOMS, BATH AND RADIO 
FROM $2.50 
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LIFE INSURANCE EDITION 


At special breakfast meeting of the Life Underwriters Association of Los Angeles: 
Stephen Ireland, vice-president and superintendent of agencies State Mutual Life; 
Knox Manning, radio news analyst; C. E. Cleeton, Occidental Life, president Los 
Angeles association; Roy Ray Roberts, State Mutual Life, trustee National association, 
and R. H. Denny, director of agencies State Mutual. 


ROBERT W. STOCKTON PAUL L. GUIBORD 


Robert W. Stockton of San Diego department of Connecticut Mutual Life and Paul 
L. Guibord of Boston have been added to the agency department at the home office 
as was previously announced. 
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Cleveland 1941 ace producers were honored by the General Agents & Managers Club 
there at the Leaders Banquet. 

In the first row are guests, all Million Dollar Round Table members: W. M. Trostle, 
Mass. Mutual; M. M. Matusoff, Mutual Benefit; H. V. Haas, National Life, Vt.; C. C. 
Dibble, Northwestern Mutual; G. H. Schumacher, Mass. Mutual; and F. L. McFarlane, 
Aetna Life. 

2nd row—A. D. Abrams, N. Y. Life; H. J. Baty, American United; P. B. Caster, 
Equitable, Ia.; L. C. Casterline, State Mutual; R. ulkins, Conn. Mutual; F. C. 
Chapman, Aetna Life; E. T. Kirtz, Conn. Mutual; C. F. Rudmann,; John Hancock; 
M. Telich, Sun Life, Can.; 

Third row—L. C. Haas, Pacific Mutual; W. E. Hitchcock, Midland Mutual; K. L. 
Janson, N. Y. Life; S. B. Jones, Northwest- 
ern Mutual; Harry H. Kaufman, Pacific 
Mutual; Howard Kelley, Phoenix Mutual; 

R. A. Fitch, Union Central; iss 
Union Central; Dave Warshawsky, 
ance Life; J. C. Palmer, Mutual Benefit. 

Fourth row—Abe Kutash, N. Y. Life: 
B. R. Loehr, Lincoln National; W. E. 
Mayer, Canada Life; E. Meiran, Equitable 
Society; J. H. Moore, Northwestern Mu- 
tual; H. W. Nebel, Lincoln National; J. W. 
Phipps, Provident Mutual; L. G. Schenk, 
John Hancock; H. L. Aaron, John Han- 
cock; 

Fifth row—E. J. Pollok, Equitable So- 

ciety; H. C. Pollock, Penn Mutual; E. B. 
Prosser, Acacia Mutual; Henry Ranft, Na- 
tional Life; J. A. Stewart, Phoenix Mutual; 

J. P. Riley, Prudential; E. J. Strickland, 
Prudential; J. J. Rowell, New England 
Mutual; G. R. Floyd, Mutual Life, N. Y.; 
C. G. Scheid, N. Y. Life; C. R. Walker, 
Equitable, Ia.; 

Sixth row—Lottie Schmith, Pacific Mu- 
tual; C. L. Shepard, Midland Mutual; B. 

W. Spiegle, Prudential; Edward Stan- 
combe, Acacia Mutual; C. H. Williams, 
Mutual Life of N. Y.; M. O. Winograd, 
Canada Life; H. G. Wollter, Penn Mutual; 
V. B. Thomas, American United; G. L. 
Woodward, Union Central Life; J. W. 
Wulf, Mass. Mutual. 


President A. Morgan Duke (center) of Southland Life presents D. G. Liggett (left), 
east Texas manager, and Ross Priddy, Dallas manager, with agency managers’ trophies 
for 1941. They tied for the honor so duplicate trophies were awarded. 
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Robert A. Brown, Miss Lucille Richardson and Arthur Krauel, of Paschall-Gist 
agency, Los Angeles, were honored by A. N. Kemp, president of Pacific Mutual Life 
for their 1941 production records. Mr. Brown won the President’s Cup. 








Here it is— 


Ready Soon. Price $2.50 











Typical Questions Answered 
by "WHO WRITES WHAT?" 


What companies will accept brokerage cases? 

What companies write men above age 65? 

Where can I place that single premium case? 

Who will write renewable term? 

What companies retain substantial amounts? 

Who uses graded death benefits on substandard? 

What companies write group annuities? 

What companies will write retirement annuities 
for pension trusts? 

Who writes term for more than 10 years? 

Where can I place that salary savings group? 

Who writes $10 a month disability income? 

Who will take 10 years’ premiums in advance? 

What companies pay direct to a minor? 

What life companies write group A. & H.? 

Who will cover the aviation hazard by extra 
premium? 

What companies allow a beneficiary to elect 
more than one settlement option? 

Who writes deferred survivorship annuities? 
What companies make substandard insurance 
available to other than their own agents? 

What companies will accept overweights? 

What companies permit application of settle- 
ment options to cash values? 

Who writes 5 pay life?-—5 year endowment? 

Who writes a contractual “spend thrift” clause? 

What companies write hospitalization on indi- 
vidual risks?—on group risks? 

Where can I cover that aviation passenger fly- 
ing practically every day? 

What companies write mortgage protection 
with reducing coverage? 


Who will write the combination single premium 
and annuity contract? 


And Many, Many others! 











Don't fret, or swear or “hunt around.” Save time 
and nerves, ‘cause now you've found The book with 
the answers, (all nicely bound). "Who Writes What?" 
—puts your feet on the ground. 


“Who Writes What?” 


An entirely NEW TYPE of reference book that 
answers the Brokerage Business problem! 


How often have you been bothered by questions such as—‘‘where can 
I place that substandard case/—that single premium case?—what com- 
panies write term to 65’—or mortgage protection’—how can I get cov- 
erage for that wealthy woman?—what can I do about that salary sav- 
ings or aviation case?” 

Hundreds of questions such as these have long been the bane of many 
an underwriter’s existence. No longer, however, will they be a problem— 
for the new reference book “Who Writes What?” will give the direct an- 
swers to the vast majority of all such questions having to do with surplus 
business. 


Don’t Search! Don’t Write! Don’t Phone! 


Just turn to “Who Writes What?” and there you will find in one place 
all of the companies that will do what you want at the moment. Based 
upon the many thousands of questions that are put to The National Un- 
derwriter’s Statistical Division each year, and upon the recommendations 
of a large group of successful underwriters who have cooperated in a spe- 
cial survey on this subject, “Who Writes What?’ promises to be the 
“bible” of all underwriters having to do with brokerage business. 


Gives You the Answer Instantly 


Arranged by questions—not by companies, ““Who Writes What?” is 
prepared on an entirely different basis from any other reference book. If 
you want to know about insurance on “women” for instance, Just open the 
book to that section. There you find the various questions and the an- 
swers, telling you just which companies will do what. If it’s 5 pay life, 
you turn to that heading and there you will find the companies that write 
this form. There is not only a comprehensive topical index, but all related 
subjects are carefully cross-indexed so that you can find all the desired 
points quickly. 


You May Get It “On Approval” 


Space prevents full description, but since our advance investigation 
proves so conclusively how helpful “Who Writes What?” will be, it is 
offered on ten day approval to any reliable underwriter. May we urge 
you to be among the first to get this long-needed manual. 


Order Yours NOW (> Mail This Coupon For Yours—TODAY 


Send me on "ten day approval" 


...cop... of “WHO WRITES WHAT?”, at $2.50 
(1) Check Attached (J Charge my Account 
O Send C.O.D. 


while it’s 
Brand NEW! 





To The National Underwriter Co. 
420 East Fourth Street, Cincinnati, Ohio 











